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Note the New 
Construction! 


We have improved the design and construction 
of the “No. 77” National Flexible Storm-Proof 
Hanger (Pat. April 24, 1906, and Sept. 24, 1912). 


We have made it still easier to sell; have given 
the demand another push from behind! 


Note the heavily embossed connecting strap and drop strap. 
This increases the already great strength of the hanger. The 
attachment of strap to truck has also been improved, permitting 
free action of the equalizing pin and holding the truck more firmly 
in an upright position. 

Oil holes for bearings are also provided. t 


We think we have reason to believe that this is the most 
improved barn door hanger in existence. 








National Mfg. Co.,Sterling, IL. 
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Frank A. Kelsey 


How John Hoene 
Handles Hardware 


A Story of Hardware Success 


and a Bunch of Good 





John Hoene 


Merchandising Ideas from the Far West 


By L. S. SOULE 





The outside of John Hoene’s store 


HERE are still people in parts of this good old 

U. S. A. who imagine that Idaho is a land of 

sage brush and coyotes, where the wild In- 
dians stalk their prey on week days and hunt for 
scalps on Sunday. They haven’t the remotest idea 
that the great Northwest is a country rich in natu- 
ral resources and peopled with industrious and pro- 
gressive citizens. These good people would be 
vastly astonished if they could only drop into some 
live town of a few thousand in that district and see 


the paved streets, the water and sewage systems, - 


electric lights, telephones, pleasant homes, and well- 
stocked stores. However, you can’t all make the 
trip, so I will tell you something about what one 
progressive hardware dealer has done in the wild 
and woolly West. 

About nine years ago, John Hoene of Cottonwood, 
Idaho, decided to tackle the hardware business in 
that thriving little western city. He was not ex- 
actly flush with money, but he possessed an abund- 
ance of pluck and confidence that refused to be 
balked by trifles. That first store was not much to 


brag about, but it was at least a start. A*few hun- 
dred dollars’ worth of miscellaneous hardware, 
housed in a small frame building was all that Hoene 
had to offer the purchasing public. No—it wasn’t 
really all. He had a smile of welcome for every 
man, woman and child that set foot in his little 
store. He was obliging and courteous to his 
patrons and his dealings were always strictly on 
the square. Cottonwood liked John Hoene and gave 
him its hardware trade. Then fate took a shot at 
the young merchant. A fire broke out in the little 
store and wiped out the scanty stock. Hoene was 
not discouraged. He got busy at once and a few 
months later found him again catering to the hard- 
ware wants of Cottonwood people. The trade stayed 
with him and the business prospered. Just as he 
began to see light ahead, another disastrous fire 
again wiped out the labor of months and put him 
back at the starting point. However, John had 
saved some money and the stock was partially cov- 
ered by insurance, so he started again, this time 
with the determination to make his hardware store 
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The hardware and sporting goods department 


the best mercantile house in the town. That was 
several years ago, and to-day his dream is in a fair 
way of realization. 

When the new store was started, Mr. Hoene with 
Frank Kelsey, the store manager, personally 
planned the building and superintended its con- 
struction. The interior arrangement was designed 
by Mr. Kelsey, who also designed and installed the 
fixtures. The main building is 46 by 100 ft., is 


composed of concrete and brick, and represents an 
outlay of over $10,000. The store is located in the 
heart of the business section and on the side of the 
street where the most travel is. All the rear and 
side openings are equipped with fireproof doors and 
windows, while the spacious show windows are of 
polished plate, with metal corner and division bars. 
The top lights are of prism glass, which makes the 
interior of the store light and attractive. While the 


A general view of the interior of John Hoene’s store 
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building is only one story high, provision has been 
made for additional stories whenever the trade jus- 
tifies them. Hoene’s store looks mighty good, even 
from the outside and it boasts 25,000 sq. ft. of floor 
space, including the wareroom. 

The interior walls of the building are tinted a 
silvery gray, which harmonizes nicely with the 
cream, flat tone of the metal ceiling. The wood- 
work is of native pine and Oregon fir. One side of 
the room is finished in weathered oak and the other 
in fumed oak, while the fixtures on either side cor- 
respond in finish with the woodwork. The right 
side of the room as you enter is shelved throughout 
its entire length and carries the stocks of glass- 
ware, china, enameled ware and kitchen utensils. 
The other houses the guns and ammunition, tools, 
sporting goods, paints, etc. The center is utilized 
for displays of stoves and ranges, churns, washing 
machines, refrigerators, and other housefurnish- 
ings. Cleanliness is everywhere apparent, and the 
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in each row is covered with a hinged door that 
opens outward. The other openings are covered 
with sliding wooden doors which are moved by 
means of a brass knob placed in the center of each. 
As all the doors in each row, with the exception of 
end ones, operate on the same slide, only one door 
in each row can be opened at any one time. Each 
bin is plainly marked with the size of the bolts, and 
it is only necessary for the salesman to open the 
hinged door and slide the other doors away from 
the bin he desires to open. This method prevents 
the mixing of the different sizes by customers plac- 
ing bolts in the wrong bin. It also transforms the 
usually ugly bolt rack into a neat and attractive 
fixture. 

Two metal skylights furnish an abundance of 
light and ventilation for the rear of the store where 
the balcony and office are situated. Here the firm 


_has installed a complete and fully-equipped rest 


room for the convenience of the women who fre- 
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Women clerks add to the attractiveness of the housefurnishing department 


store as a whole cannot fail to be attractive to the 
shoppers of Cottonwood and vicinity. 

On the left as you enter is the gun section and 
the main tool department. The gun case and the 
wall case for tool displays are near the front and 
are topped with shelving. As a matter of fact both 
cases are built in as parts of the shelving, and are 
equipped with sliding glass doors. In front of the 
wall cases are two long floor cases, carrying tool 
displays. Beyond these is a convenient and well- 
equipped wrapping and sales counter. The shelv- 
ing, as high as the top of the gun case, is fitted 
with a series of paneled doors, sampled with the 
various kinds of tools. Small drawers behind the 
sample doors house the selling stock, while the 
heavier items of hardware are carried in large 
drawers below the base shelf. These larger draw- 
ers are made easy to operate by being equipped 
with double steel track and rollers of the firm’s own 
design. 

The feature of this department is the bolt rack, 
which is constructed along novel and convenient 
lines. There are 198 bolt bins, each 6 by 7% in., 
and deep enough to carry the longest bolts in stock. 
The bins are arranged in rows and the first opening 


quent the store. The space under the balcony is 
utilized as a room for oils, rope and heavy hard- 
ware. The office is on the opposite side of.the store 
and occupies a space 10 ft. by 28 ft. Directly con- 
nected with the office is a fireproof vault 6 ft. wide 
and 10 ft. long., in which the books, records and 
other valuables are placed for safekeeping. 

The stock of this western store is not limited to 
the items usually found in a hardware store. There 
is a very comprehensive stock of farm implements 
and a complete line of plumbing goods. There are 
also stocks of wallpaper, crockery, seeds, poultry 
supplies, lumber, building material and even auto- 
mobiles. Does that sound much like Indians and 
sage brush? 

Much more could be said, but the pictures will 
tell you better than words the success attained by 
this progressive western merchant. He has made 
good at every turn. Courteous treatment and com- 
plete stocks have won both the confidence and the 
trade of the farmer in that locality, and the town 
has always backed Hoene to the limit. Here’s luck 
to Cottonwood and success to John Hoene, the west- 
ern hardware merchant! 

















Oklahoma Association Holds Sue- 
cessful Meeting 
Membership at the 500 Mark 


HE Oklahoma Hardware and 
Implement Association held 
its best and biggest con- 

vention in Oklahoma City, on 
Dec. 5,6 and 7. This association 
has been making strenuous ef- 
forts during the past year to put 
its membership up to the five- 
hundred mark, and through the 
energetic efforts of Secretary 
Porch and the hearty co-opera- 
tion of the members this arnbition has been realized. 
The attendance at this convention was just about 
twice as great as that of any previous meeting of 
this association. 

President Charles T. Woodward of the National 
Association was present, and made a splendid ad- 
dress, after which he gave good co-operation in the 
conduct of the Question Box. The story of the 
activities of the Oklahoma Hardware and Implement 
Association is well told in the following report by 
Secretary Porch, who said: 





W. B. Porch 


FTER a year of wonderful prosperity and un- 

usual activity in the hardware trade as well as 

in our association, it is a pleasure to come to you 

with a short report of the success made during this, 
my fifth year, as your humble servant. 

In accordance with the agreement made with your 
board at the 1916 convention, I have given up the 
management of my own affairs and have devoted the 
entire year to the work of the association. The 
work has been given my best efforts and the results 
speak for themselves. 

Our mark of “Five Hundred Membership and a 
Million and a Half of Mutual Insurance” looked 
rather high when the president set it at the last 
convention, especially with the small resources and 
smaller working force at our command. However, 
we are so close to the accomplishment of the task 
that it is a pleasant surprise to all who are in- 
terested. The new members accepted during the 
meeting will put us within twenty-five of the de- 
sired number and before the end of the present year 
we will have placed our insurance volume at the 
million and a half mark, with a saving to the mem- 
bers of this association amounting to more than 
$15,000 in this year. 

In our membership campaign we are handicapped 
to a certain extent by the fact that the secretary 
had so much office work on hand early in the year 
that he did not get out in the field as much as should 
have been done until summer, besides we had lost, 
by changes in business and non-payment of dues, 
twenty-six of the members on the rolls at the last 
convention, so that this number had to be replaced 
before we began scoring on the increase. 


Passing of the “Storekeeper” 


Twenty-five weeks have been spent in the terri- 
tory with a net result of ninety-three members, and 
a very nice volume of insurance added to the books. 
The balance of the new names have been added by 
our good friends the Hardware and Implement Trav- 
elers, during a fast campaign carried on for the 
past five weeks. This is merely a demonstration 


that team work wins and that to make a winning 
team you must include the Oklahoma traveler—the 
man who is always in the lead. I traveled in com- 
pany with some of the salesmen throughout the 
greater part of the time spent in the field. The re- 
ception given me was hearty in practically all stores 
—the occasional “highbrow” who considered the 
association all “bunk” and the secretary a common 
grade of “grafter,” only emphasized the friendly 
treatment of the real merchant who knows that or- 
ganization is the key to success. 

One fact that is impressed upon me very forcibly 
while on these trips is the passing of the “store- 
keeper.” He is merely a memory of the early days 
of the territory, and in his place is the up-to-date 
merchant with a clean, well-arranged store, giving 
to his patrons high-class service along with high- 
class merchandise, working to improve, not only his 
own store, but his entire community by the introduc- 
tion of modern methods in the municipal affairs of 
his town, schools and highways, thus assuring that 
the next generation will encounter fewer of the ob- 
stacles that have hindered him in his rise to the 
station of a useful citizen. 


Local Clubs 


Extension of the service of the association to 
the member has been pushed, but personally I am 
not satisfied with the progress along this line. The 
local club department has accomplished almost noth- 
ing, the principal cause of this failure being the lack 
of ability on the part of the secretary and the 
pressure of business affairs on the other members of 
the committee making it almost impossible for them 
to get away from home. 


National Legislation 


Legislative matters in the National Capital have 
been rather lively during the past year, but it seems 
that the measures in which we are most vitally 
fnterested have been side-tracked with little hopes 
of their being brought out for this short session. 
The Stephens-Ashurst bill had hard sledding all the 
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way and with the opposition of some so-called retail 
merchants it is doubtful just how far it will event- 
ually get. The one-cent postage now has a living 
chance since Mr. Burleson has finally agreed to en- 
dorse the measure in so far as it affects drop letters. 
This, however, will meet with pretty strong opposi- 
tion from the publishers and the parcel post advo- 
cates, for it means that there will be less money to 
pay the way of a higher weight limit for the bene- 
ficiaries of that branch of the service. 

It is very noticeable that a certain class of men 
in Congress and the Postmaster General have de- 
voted a lot of time in their fight on the middle man 
and this is easily understood, as the livelihood of this 
sort of man comes from his ability as a politician, 
not as a statesman. Many of them seem to con- 
sider us as parasites and apparently overlook the 
fact that a large proportion of the money the middle 
men contribute they would use to destroy us with. 
Let us hope, while we work and pray, that this mis- 
guided class may be in the minority in the coming 
year and that we will be accorded the fair treatment 
extended by us to others. 

The officers of our National Association are doing 
some excellent work for us along all lines, but, like 
some of the state work, they cannot force us to ac- 
cept services offered from their office. The Price 
and Service Bureau is one of these benefits and you 
will be surprised, as some of the others have been, 
if you will ask them for information and then com- 
pare prices. Remember, the National office and 
State office belong to you, not to the secretaries. 


Association Service 


As directed by you at the 1916 convention, we 
have added the Merchants News to the service of 
the work, mailing it to every member, giving all 
of you the benefit of the free advertising service 
for disposing of stock, or making known your wants 
in any line. This seems to meet with the approval 
of many who have found the service useful and we 
trust that all of you will make it a live paper during 
the coming year. We want your letters, comments 
on any subject in which you are interested, warn- 
ings against some proposition which has proved a 
bad one for you—in short, make this paper a clear- 
ing house of ideas on the hardware and implement 
business. 

This service can be greatly improved and we are 
considering the means of arranging an information 
service in this paper so as to furnish the dealers 
with better credit ratings on “New Comers” and 
“Movers.” Suggestions on this subject are in order. 


New Insurance 


Another improvement in the service is the addi- 
tion of the Wisconsin Mutual Insurance to the in- 
surance department, enabling us to write $11,000 
of licensed insurance in a block and making the 
saving of 50 per cent for the member on this ex- 
pense item. Jan. 1 we will have the third company 
admitted; this one to write on hardware, imple- 
ments, automobile stocks and a good class of 
garages, so that we can then increase the limit to 
$16,000 in the block. 

With this insurance benefit so arranged we can 
extend to the exclusive automobile dealer all the 
benefits of the association, the same as we have 
done to the hardware and implement dealer in the 
past and since the problems of all three dealers are 
identical in every respect, I suggest that we make 
such changes in our by-laws as are necessary to in- 
clude the automobile dealer as a member of this 
association and that we invite him to join us and 
share in the benefits which we have established 
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while he helps to carry on the work of bettering con- 
ditions of trade in all lines in the State. 

Since the insurance department is our principal 
source of revenue and the means of building up the 
membership of our association, I ask that every one 
of you look over your insurance records immediately 
upon reaching home and figure just what part of it 
you can give to us for 1917, then make a list of the 





Henry Borklund 


expirations and send to your secretary, as he can- 
not get to all parts of the State more than once 
a year. You understand that one important item 
which goes to make up the earnings of these com- 
panies of ours is the reduction of the heavy expenses 
and commissions paid out by the old method of 
handling insurance. We have access to all State 
maps, inspections, ratings and other information so 
that we can handle your insurance matters quite 
as well by mail as in person, but the secretary will 
make a personal call on you during the year and see 
if there is anything he can do to assist you in the 
work. 


New Officers for Chicago 


Retailers 


At a meeting of the Chicago Retail Hardware 
Dealers’ Association, at the Hardware Club 
rooms, Friday evening, Dec. 8, the following officers 
were elected for the coming year: President, J. S- 
Koehler; vice-president, J. R. Hawkins; secretary, 
G. G. Englehardt; financial secretary, George Hora; 
treasurer, Charles Arnold; buyer, Fred Ruhling. 
The meeting was an interesting one and many 
problems confronting the retail dealer were dis- 
cussed. Arrangements were also made for another 
meeting in the near future, at which tinfe matters 
to be presented at the State hardware convention 
in February will be discussed. It is also planned to 
have an address on the subject of “One Cent Letter 
Postage” and also a thorough explanation of the 
Stevens bill, now pending before Congress. 


Goodrich Accessory Associ- 
ation Changes Name 


THE Goodrich Accessory Association of Philadel- 

phia, Pa., manufacturer of the Goodrich “Lock 
and Switch” for Fords, license brackets, truss rods, 
ignition assemblies and brake shoes for Fords, has 
changed its name to the Goodrich-Lenhart Manu- 
facturing Company, with offices in the Widener 
Building, as heretofore. The officers of the com- 
pany remain the same. Ivan Goodrich is acting 
president and manager of sales, and Mr. Lenhart 
will continue in active charge of the factory in 
Hamburg, Pa. 
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New York Motorcycle and 
Bicycle Show Sets Record 


THE general opinion is that the National Motor- 

cycle and Bicycle Show held at Madison Square 
Garden, New York City, Dec. 4 to 9, outdid even 
the very successful one held recently in Chicago. 
There was an extremely good attendance of dealers 
from all parts of the East, and the big stadium was 
crowded with interested visitors every afternoon 
and evening. The exhibitors presented some spec- 
tacular displays, some of the most remarkable of 
which were two beautifully finished and lighted mod- 
els of the Excelsior motorcycle; a full nickel and 
copper-finished Cleveland machine, beautifully illum- 
inated, the working model of this lightweight mo- 
torcycle cut away to show its construction, and still 
another model operated by an electric motor; beauti- 
ful side cars almost as luxurious as limousines; 
models designed especially for military use; a white 
enameled model of the “Reading Standard’’; and a 
framed illuminated “Indian Lightwin.” 

Though these were the most distinctive and un- 
usual exhibits, every booth contained unusually at- 
tractive features judging by the manner in which 
the crowds gathered around them. Several special 
racing models were shown in the bicycle booths, 
and the accessory men had on display a number of 
new fittings for both motorcycles and bicycles. An 
interesting and instructive exhibit was that show- 
ing the evolution of the bicycle in which a number 
of old bone-shakers, ordinaries and other old timers 
were on view. Another booth contained various 
models of motorcycles from the earliest invention 
down to the present powerful machines. 

At a meeting of the Motorcycle and Allied Trades 
Association held on Dec. 7 $600 was appropriated 
to carry on the work of the Dealers’ Betterment 
Committee, the name of which was changed to 
simply Dealers’ Committee. The recently appointed 
“Cycle Trades Directorate,” organized for the pur- 
pose of co-operating with bicycle dealers, held a 
meeting on Dec. 8, when it was decided to form a 
national association. A full page of the monthly 
“Million Bicycles Bulletin,” the organ of the direc- 
torate, will be given for the use of this new body. 
The Cycle Jobbers’ Association held a special meet- 
ing on Dec. 7, in which plans were formulated for 
even more extensive co-operation with the Cycle 
Trades Directorate. 

Both the New York and Chicago shows have 
created a lot of interest in motorcycles and bicycles, 
and the plans formulated by the various committees, 
once carried out, are bound to result in increased 
popularity for both motor-driven and foot-propelled 
two-wheelers. 


Charley Bishop to Become 
a Benedict 


BOUT a year ago HARDWARE .AGE contained a 
news item to the effect that Charles Bishop, of 
George H. Bishop & Company, was engaged to be 
married. It was found out later, however, that Law- 
renceburg, Ind., contained two Charley Bishops, and 
the news related to the one who was not in the 
hardware business. The Charley Bishop of saw 
fame strenuously denied our premature announce- 
ment at that time, and the profuse apologies of 
the editor were received in the same mail with scores 
of letters of congratulation to this popular saw man- 
ufacturer. 
The news is confirmed by a very pretty announce- 
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ment card sent to the editor of HARDWARE AGE by 
the happy young couple. The Cincinnati papers 
published the following: 

“Mr. and Mrs. William S. P. Oskamp’s handsome 
place, ‘Willadel,’ in Westwood, Cincinnati, was the 
scene of a charming little bridge party on Tuesday 
afternoon that was of more than usual interest, for 
at the party was announced the engagement of their 
daughter, Miss Elsa, to Mr. Charles E. Bishop, son 
of Mr. and Mrs. Charles R. Bishop of Price Hill. 
Mr. Charles E. Bishop is now a manufacturer in 
Lawrenceburg, Ind. Miss Oskamp is the second 
daughter of Mr. and Mrs. William S. P. Oskamp 
and is a niece of Miss Eugenie Werk. 

“The afternoon of bridge was for Mrs. O. Alfred 
Klausmeyer (Marion Kuhn), a recent bride, and 
brought together guests for four tables and a 
dozen more dropping in after the games for tea. 
Mrs. Hoadley Ryan, sister of the hostess, and Mrs. 
William Werk Oskamp poured at a tea table en- 
riched with a central decoration of red roses and 
baby’s breath in a silver basket with a pert white 
tulle bow on its handle. The candles were under 
crimson shades, little white tulle bows at their 
bases. The happy secret was disclosed by two heart- 
shaped cards that bore the names of Miss Oskamp 
and Mr. Bishop. The wedding is to be in the 
autumn.” 


A Fine Example of Co-opera- 
tive Thrift 


WILLIAM C. REDFIELD, Secretary of Com- 
merce, has issued the following statement, 
which we quote as follows: 

In view of the marked increase in the price of all 
kinds of paper the Department of Commerce again 
calls attention to the importance of saving rags, old 
papers of every kind, and all other available paper- 
making material. It has published a pamphlet upon 
the subject entitled “Saving of Waste-Paper Ma- 
terial,” which is available upon request to all who 
wish it. 

An interesting and valuable experiment has been 
worked out in the city of Washington, which is com- 
mended to the attention of the newspaper press and 
the school authorities all over the country. With 


the efficient co-operation of a prominent Washing- 


ton newspaper the school children in the city have 
saved since the fall term began over 150 tons of old 
newspapers, for which a sum in excess of $2000 has 
been realized, which will be devoted to the children’s 
playgrounds. It is at once interesting and instruc- 
tive to reflect upon the saving that would have been 
made had the children of other cities generally 
throughout the country been equally inspired and 
efficient. 

It is not too late. If the fine example that has 
been set by the co-operation of the press and the 
public schools spreads throughout the land, the 
saving will amount not to thousands alone in value 
but to millions. The movement in Washington is 
not concluded. It is still progressing with vigor. 
Its success should commend it to the press of the 
country, which can show its appreciation both of 
a public need and of the fine example set by one 
of its own profession by co-operating in the same 
good work. 


THE BALDWIN Mrc. Company of Canada, Ltd., Win- 
nipeg, has been incorporated with a capital stock of 
$1,000,000. G. L. Constable, Winnipeg is president. 


The company will erect a plant at Winnipeg, for the 
manufacture of grain threshers, implements, etc. 
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By C. J. NOWAK 


HIS series of articles is designed to assist card 

writers who have pen-lettered cards to make. 

It represents the highest art of sign writing 
and brings forward no mechanical methods. 





tered show-card is needed. The text matter is writ- 
ten for the student as well as for the advanced man. 

While many things elementary may be empha- 
sized explaining the use of tools, materials, etc., the 





Two views of the correct position for the Redis pen 


It is the intention to present practical and speedy 
standards in pen alphabets and their application to 
present-day show card requirements. 

The principles laid down in this series of articles 
are applicable to any field of work where a pen-let- 


object in short is to develop the card writer’s ability 
in pen lettering. 

To be successful as a card writer to-day it is 
necessary to know a variety of good pen alphabets, 
proper pens, suitable pen ink, satisfactory card- 

















ABCDEFGHIJKLMN — 
OPORSTUVWXKY 
REDIS CAPITOL 











Alphabet made with a Redis pen 
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A GIPT 


FOR THE 
HOME 


ey lee 


GARFORD 
ALL STEEL 
PHONOGRAPH 




















Show-card made with a Redis pen and an illustration 
taken from a HARDWARE AGE advertisement of the 
Garford Mfg. Company, Elyria, Ohio 





| IVE RJOHNSON 
| REVOLVER 


IN ANY 
HANDS 





Seemniipinwes: 











Show-card made with a Redis pen and an illustration 
taken from a HARDWARE AGE advertisement of the Iver 
Johnson’s Arms & Cycle Works, Fitchburg, Mass. 








| GENERAL 
TIRES 


Winn Maka 
You Smins 














Show-card made with a Redis pen and an illustration 
taken from a HARDWARE AGE advertisement of the 
General Tire & Rubber Company, Akron, Ohio 
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boards, and the pens for each specific requirement. 

Many positions are going begging to-day because 
the average card writer lacks the ability to execute 
a good pen-lettered show card. 

To become an expert in pen lettering persistent 
practice is absolutely essential to success, but any 
well-paid profession requires much study and an 
expenditure of many dollars and time. 

Diligent practice of thirty to forty minutes a day 
is all that is necessary to master a variety of pen- 
alphabet styles in a comparatively short time. 

For our first lesson we take the Redis pen, show- 
ing the positions of the hand, the Redis pen alphabet 
and a representative lot of show cards. 

Cards of this character are suitable for placing in 
the highest class merchandise displays, and this 
style of lettering will be found rapid enough for all 
sale card purposes, making in all an ideal combina- 
tion. 

Redis pens come in five sizes, the largest size mak- 
ing a stroke about 4% in. wide, while the smallest 
size makes a stroke about 1/64 in. wide. A set of 
these pens retails for about 50c. Ink for this pen can 
be any suitable show-card ink thinned down with 
water to the proper working consistency, while 
drawing inks may be found to work satisfactorily 
if combined with the proper finish of paper or card- 
board. The pen is held at all times so that the flat 
nib presses firmly against the paper, but with not 
too much pressure, while the pen holder points 
slightly away from the right shoulder. 

The work should always be placed squarely in 
front of the card writer and preferably on a sloping 
top desk or table. 

Guide lines for the largest size pen should not be 
over 114 in. high, while the narrowest pen looks well 
between 14-in. guide lines. 

The alphabet was executed on an eighth-sheet be- 
tween guide lines 13/16 in. wide with a number 2% 
Redis pen. 

Cards one and two are quarter-sheets with illus- 
trations taken from HARDWARE AGE, lettering with 
numbers 8 and 1% size pens. " 

Cards three, four, five and six are eighth sheets, 
7 x 11, with illustrations of a similar character let- 
tering being executed with numbers 2 and 1% size 
pens. 


Cincinnati Dealers Re-elect 


Officers 


At a recent meeting of the Hardware Club of 

Cincinnati, Ohio, held at Wiedemann’s German 
Village in Newport, Ky., all of the former officers 
were elected as follows: President, W. F. Belmer; 
first vice-president, J. M. Tucker; second vice- 
president, Charles Kobmann; treasurer, C. E. Pfau, 
and secretary, E. J. Becker. 

Secretary Becker’s report showed that a number 
of new members had been admitted since the last 
annual meeting, and he urged that each member 
constitute himself a committee of one in an effort 
to double the membership before the next annual 
meeting. 


J. A. & W. Birp & Co., Boston, Mass., distributors of 
Ripolin enamel paint, have arranged to have George 
Price, who has been manager of their New York office 
at 120 Broadway, handle the sales department, covering 
the entire territory south of New York, as far west as 
the Mississippi, and also including the States of 
Louisiana and Texas. 
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The New Postage—Trouble Ahead for the Parcel Post 


By W. L. CROUNSE 


WASHINGTON, D. C., Dec. 13, 1916. 


HE juicy hand-out in the shape of a rich mail 
subsidy, which the mail order houses have 
enjoyed since the Government kindly admitted 

their catalogs to the parcel post at two cents per 
pound, in place of the eight-cent rate previously 
paid, may be denied them as soon as the annual 
Post Office appropriation bill, soon to be reported 
to the House, becomes a law. Bit by bit the real 
facts regarding the parcel post are coming to light 
and when the whole truth is known the extent to 
which the catalog concerns have become pensioners 
at the public expense will startle the entire country. 


Why Congress Boosts Catalog Postage 


Chairman Moon of the House Post Office Com- 
mittee many months ago reached the conclusion that 
the mail-order houses were reaping a rich harvest 
from the merchandise and catalog rates of the parcel 
post. Other members of the committee and a con- 
siderable proportion of the general membership of 
the House have begun to share this view and have 
reached the conclusion, first, that the postal service 
would show a very substantial margin of profit if 
the mail order houses paid fair rates on their goods 
and their advertising circulars, and, second, that 
the stocks of these concerns, which now know no 
apparent limit but the sky, would be paying much 
smaller dividends if dear old Uncle Sam were not 
“carrying the bag,” both literally and figuratively. 

Of course, the catalog concerns, who are in close 
touch with all Washington happenings, were early 
apprised of what’s afoot and already an industrious 
little lobby is on the ground, pouring specious argu- 
ments into the ears of all Congressmen who are 
willing to listen. 


Pleas of the Mail-Order Patriots 


And such convincing arguments they are, too! 
You probably did not know it, brother hardware 
retailers, but it is true—according to the mail order 
lobby—that the present high cost of living would 
have been twice as high but for the fact that cata- 
logs could be sent through the mails at a “reason- 
able” rate. If this privilege is withdrawn and the 
philanthropic patriots who run the mail-order houses 
are obliged to pay eight cents per pound, we—‘“‘we”’ 
being the aforesaid mail-order lobbyists—will not 
be responsible for the skyrocketing of the costs of 
the necessaries of life that is certain to follow. It’s 
a terrible thing to contemplate, and it makes the 
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cold chills run up and down your spine just to listen 
to the blood-curdling story. 

But don’t believe, just because the House Post 
Office Committee advocates an increase in the rate 
on mail-order catalogs, that Congress will vote it 
into the law. A House committee frequently pro- 
poses, only to discover that the House itself, or 
maybe the Senate committee, or possibly the Senate 
itself, or perhaps the Conference Committee, dis- 
poses. There are more slips between a House com- 
mittee and the statute books than were ever dreamed 
of between cup and lip. 

Keep your eye on the mail-order lobby and watch 
the price of catalog house stocks on ’Change. 


Penny Postage for Local and Rural Route Distribution 


Following a rather half-hearted recommendation 
by the Postmaster General, which appears to be 
contingent upon an increase in the postage rates 
on newspapers and magazines, whose function it is 
to disseminate information, add to the sum of 
human knowledge, and educate people, the House 
Post Office Committee has incorporated in the forth- 
coming Post Office bill a provision for penny post- 
age on first-class mail “when deposited in any post 
office or branch post office or letter-box of a post 
office in the delivery district for delivery within 
the limits of the post office, city, or rural district.” 
This action has been foreshadowed for some weeks 
and readers of HARDWARE AGE will recall that Mr. 
Moon’s written promise to advocate such legislation 
was recently published in this correspondence. 

Penny postage bills have been as numerous as 
dead leaves in autumn for half a dozen years. Some 
of them were brought forward by Congressmen 
who banked upon the popularity of cheap first-class 
postage with the voters, but who had very little 
idea that anything would ever come of the move- 
ment. 

Mr. Moon takes a different view of the matter. 
He believes that penny postage on drop letters would 
result in an enormous increase in the use of the 
first-class mail, which nets a colossal profit, and that 
in a short time this increase would more than offset 
the difference in rate. 


Importance of Cheap Postage on Rural Routes 
Some of the members who have presented penny 
postage bills for drop letters have had in view only 
local circulation, but Mr. Moon has figured that this 
is only half the story. The principal factor of cost 
in handling the mail is the railway pay, which does 
not enter into the handling of postal matter on the 
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rural free delivery routes. Mr. Moon, therefore, 
concluded that inasmuch as the present equipment 
of the rural service is adequate to the handling of 
an indefinite amount of first-class mail, the weight 
of which is negligible, any rational penny postage 
project should contemplate not only delivery in the 
village town, or city in which the matter is mailed, 
but also on the rural routes radiating therefrom. 

This extension of penny postage will, of course, 
prove of great advantage to retail merchants in all 
lines. They will be able to circularize, under one- 
cent stamps and in sealed envelopes, not only their 
customers living in town, but also those scattered 
over the rural routes for twenty to fifty miles round 
about, who come to town at more or less infrequent 
intervals. In point of fact, penny postage would 
probably be worth more to rural merchants, as 
applied to rural routes, than to town delivery, for 
the residents of the town not only see the local news- 
papers more frequently than the farmers, but they 
pass the stores daily and have a better knowledge of 
current offerings. 

And, goodness me, dear friends, what a pleasant 
thought it is that when you make up that big batch 
of bills on the last day of the month you will be 
able to buy your stamps for mailing them at half 
price! It will be a positive pleasure to dun your 
slow-pay customers if you can do it under seal with 
a penny stamp. 


Parcel Post Rocks Ahead! 


But all is not beer and skittles for the retail mer- 
chant in postal matters these days. Certainly not 
if you take the trouble to read Postmaster General 
Burleson’s forthcoming annual report, an important 
chapter of which is devoted to foreshadowing parcel 
post service as the ideal institution to which Mr. 
Burleson hopes to develop it. 

At the outset the Postmaster General announces 
frankly for the first time the principle upon which 
this institution is to be operated during his adminis- 
tration. Instead of treating it as a public utility 
to be employed by those who have need of such a 
service, Mr. Burleson declares, in so many words, 
that he regards it as his duty to solicit business for 
it and to boost it in every possible way without 
regard to consequences. Incidentally, he declares 
that he believes the parcel post can be so “stimu- 
lated” as to prove an important agency in reducing 
the High Cost of Living. 

Evidently Mr. Burleson thoroughly sympathizes 
with the attractive little circular recently issued 
by the Office of Markets and Rural Organization 
of the Department of Agriculture, in which, refer- 
ring to the parcel post, it was declared that, properly 
managed, it would “knock H out of the H. C. 
of L.” 

Listen to the following extract from Mr. Burle- 
son’s annual report, in which I have italicised a 
few phrases which reveal the spirit in which the 
parcel post is to be administered: 





Unfolding the Department’s Policy 


“In growth and development of parcel-post busi- 
ness the year to which this report relates was con- 
sistent with preceding years of this administration. 
The policy adopted at the outset of facilitating this 
service in every proper way in the interest of the 
people has been carried out. 

“Wide publicity has been given to the parcel post 
generally, but particular stress has been laid upon 
the exchange of commodities by mail between pro- 
ducers and consumers. Steps taken by the depart- 
ment to facilitate this kind of traffic have been fully 
discussed in previous reports. Postmasters, under 


instruction of the department, and as a result of 
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their experience during the last three years, have 
become more proficient in encouraging this busi- 
ness. This traffic, which has been especially stimu- 
lated on grounds of public policy, has responded 
satisfactorily to the department’s efforts, and may 
be expected to continue to grow in proportion to 
the spread of understanding and information re- 
garding the means offered by the Postal Service for 
direct dealing between consumers and producers of 
food products. American inventive genius has 
proved to be an invaluable aid in the farm-to-table 
movement and has provided suitable containers, 
which are indispensable to the satisfactory use of 
the mails for the shipment of food and other perish- 
able products. 


A Roast for the Rural Carriers 


“Undoubtedly the parcel post offers a practical 
means of reducing the cost of living in our great 
cities. Its use as a means of direct exchange be- 
tween the producer on the farm and the consumer 
in the city has already tended to bring about this 
desirable result. However, the present condition 
in which certain of the rural carriers have en- 
deavored to discourage the shipment of parcels con- 
taining farm produce has operated to the serious 
disadvantage of the public. Many carriers using 
motorcycles or horse-drawn vehicles do not want 
to get new business which would require the use of 
a larger vehicle. It is one of the circumstances 
attending the present method of adjusting the com- 
pensation of rural carriers which causes them to 
discourage rather than encourage a proper develop- 
ment of parcel post along their routes. This con- 
dition works a hardship, not only upon the producer, 
but also upon the teeming populations of our con- 
gested cities, and stands in immediate need of a 
drastic remedy.” 

Apparently Mr. Burleson’s only available “drastic 
remedy” would be to fire all his rural carriers and 
hire a corps of boosters from some big advertising 
agency. 

Wants to Be a Postal Czar 

The Postmaster General chafes under restriction 
of any kind. He thinks the Post Office Department 
should have full authority to manage the parcel post 
at its own discretion, and he does not hesitate to say 
what he would do if he had the power. Read this: 

“The original parcel-post law embodied the essen- 
tials of authority necessary to the commencement 
é6f a parcel-post service. This law, however, pre- 
scribed rates of postage and other conditions of 
mailability which restricted unduly the movement 
of the traffic for the,accommodation of which the 
service was authorized, and had they not been 
changed the effect would have been to discourage 
the use of the service as a means of exchanging 
commodities. In recognition of these facts, the 
department undertook cautiously but speedily to 
remove all restrictions which were manifestly un- 
necessary and to adjust the rates of postage more 
nearly in approximation to the cost of performing 
the service. The action of the department in this 
direction reflects the trend and tendencies of the 
administration of the service and the wisdom of 
each change has been justified by the increase in 
business. 

Boosting “Potential Business” 

“These changes are of special interest to the 
public and are for the purpose of inducing the 
movement of potential traffic. They have been ac- 
companied by adjustments and improvement in the 
physical aspect of the postal organization, and at 
the same time methods and practices of rendering 
service have been amplified and improved, to the 
end that the traffic which is induced by established 
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rates and other conditions of mailability shall be 
expeditiously and satisfactorily handled and shall 
be augmented as a result of the popular appreciation 
of the service rendered. ‘ 

“Efforts have been made at various times since 
the establishment of the parcel post to restrict the 


administrative authority given the Postmaster 
Genera! in the original parcel-post act, whereby, 
with the consent of the Interstate Commerce Com- 
mission, he ceuld make such changes in the rates 
of postage, limit of size, weight, etc., as would pro- 
mote the service in the interest of the public. Dur- 
ing the last session of Congress an effort was made 
to restrict by law the limit of weight of parcels to 
50 Ib., but it failed of enactment. However, an act 
was passed which provides that before any changes 
proposed by the Postmaster General are put into 
effect such changes shall be approved by the Inter- 
state Commerce Commission after thorough and in- 
dependent consideration by that body in such man- 
ner as it may determine. This requirement will 
greatly retard the improvement in the service, as 
well as interfere with its business-like administra- 
tion, and it is believed, therefore, that this legisla- 
tion should be repealed.” 


Sauce for This Goose Is Not Sauce for the Gander 


Some mean person will probably arise and draw 
attention to the fact that in another part of his 
annual report the Postmaster General boasts of the 
fact that he has succeeded in inducing Congress to 
clothe the Interstate Commerce Commission with 
authority to determine the bases upon which the 
railroads shall be paid for carrying the mails. This 
person should be promptly sat upon. The carrying 
of the mails by the railroads is a very small matter 
compared with the development of Mr. Burleson’s 
pet project, the parcel post. 

If you don’t think so, you will change your mind 
after you read another paragraph in the Postmaster 
General’s report in which he foreshadows a colossal 
increase in the size of parcel-post packages and 
another heavy cut in postage, involving no less than 
the adoption of carload and less-than-carload rates 
on all kinds of merchandise. 

If I had predicted a year ago that the movement 
for taking the lid off the parcel post would come to 
this I would have been accused of exaggeration and 
of unfairness to the Post Office Department, but 
here it is in black and white, lifted bodily from Mr. 
Burleson’s annual report: 


Mail Order Freight by Postal Carload Next 


“Carefully compiled statistics have formed the 
principal basis for the department’s action in re- 
ducing rates and enlarging limits of weight and 
size. The act of July 28, 1916, which authorizes 
the new method of railway mail pay, contains a 
provision under which the department may arrange 
for the transportation of parcel-post mail at rates 
of compensation to the railroad companies not ex- 
ceeding the rates paid for the transportation of 
express matter. Carload and less-than-carload rates 
are, by the same act, made available to the depart- 
ment for the transportation of fourth-class matter. 
The administration of this act may make it feasible 
to accord to the people more liberal rates and regu- 
lations for this class of mail. Whenever the de- 
partment shall secure adequate and reliable data 
relating to the condition which will be created by 
putting into effect the bases of pay authorized by 
law for parcel post, transportation rates will be 
reduced to whatever extent is consistent with the 
policy of the department to maintain the service 
on a self-supporting basis, and the limit of weight 
for parcel post will be increased and adjusted in 
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accordance with the needs and demand of the public. 
It is proposed to take whatever action mature de. 
liberation may justify in the interest of all the 
people, so that parcel post may establish the maxi- 
mum aid toward reducing the cost of living and 
augmenting the prosperity of the Nation.” 

Put your houses in order, gentlemen of the retail 
hardware trade! 


Hearings on the Stevens Price Maintenance Bill 

The Stevens Price-Maintenance bill will be taken 
up for a public hearing before the House Com- 
mittee on Interstate and Foreign Commerce on 
Friday and Saturday, the fifteenth and sixteenth 
instant. This decision is in line with the pledge 
given by Chairman Adamson when the hearings 
begun May 30 last were indefinitely adjourned. 

The opponents of price maintenance are to be 
heard, and if they do not exhaust the committee’s 
time an opportunity will be afforded the advocates 
of the Stevens bill to close the debate. 

Then we shall see what we shall see. 

Secretary Whittier of the American Fair Trade 
League is sanguine that the bill will be favorably 
reported, and points to the value of price-main- 
tenance as a factor in the problem of reducing the 
high cost of living. In a statement just issued 
he says: 

“Friends of the measure are arguing that the 
use of standard products as advertising bait to sell 
anonymous bulk goods at highly speculative prices 
contributes, in no slight degree, to the present 
oppressive cost of living. It is stated that in spite 
of rising costs of materials, not only in food prod- 
ucts, but in practically every line of household 
necessity, goods bearing the maker’s name have 
not advanced in price. Supporters of the Stevens 
bill insist that the stability of price which branded 
goods are showing in the present greatly inflated 
market for unidentified bulk goods makes an un- 
answerable argument for the bill’s speedy enact- 
ment as a matter of vital interest to the consuming 
public.” 

Sounds reasonable, doesn’t it? 


Price Changes Made by En- 
terprise Mfg. Company 


HE Enterprise Mfg. Company, Akron, Ohio, an- 
nounced Dec. 1, 1916, that ali former quotations 
were withdrawn. The prices in “Net price list No. 
37-A” are now in effect, with the following excep- 
tions, subject to change without notice: 


Discount 
Price from Net 
List Stock Price List 
Pages Numbers Name and Article No. 37-A 
19—20 1018—2732 Bull Dog Brand Braided —_, ; 
DE cthentnedeeeherewes% 5—2% 
19—20 2818—3326 Four Brothers Brand Braided 
Mt MeN ie 5 ¢ cobs ene denne 15—2% 
57 803 Rimmed BEMNOTS ..ccccccccvces 15—2% 
57 802 Adjustable Sinkers ......... 15—2% 
57 2080 Clincher Grooved Sinkers....15—2% 
58—59 1800—1813 Split Shot Sinkers........... 15—2¢ 
59 200 Little Dealer Tackle Assort- 
DE | « ct hedce vp ehdadeeas one 5—2% 
59 600 New 20th Century Tackle As- 
a, RSS PPP es ye 15—2% 
59 500 New Universal Tackle Assort- 
TOO, cc ccccrrenee ee convene 5—2% 
64—70 1—2730% Fishing Reels ....See Supplement “A” 


W. H. Atrorp, Indianapolis, Ind., president Spring 
Steel Fence & Wire Company, Anderson, Ind., has been 
elected president of the Columbus Art Metal Company, 
recently organized at Columbus, Ind., with $100,000 
capital stock. H. K. Volland, Mayor of Columbus, is 
secretary-treasurer and M. J. Schultes, superintendent. 
J. T. A. McClurg, Indianapolis, one of the directors, 
is president and general manager of the Indianapolis 
Corrugating Company. 
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Big Convention to Be Held in 
New York City 


THE regular quarterly meeting of the Metropoli- 

tan Hardware Association was held at the 
Hardware Club, New York City, Friday evening, 
Nov. 24. All the associations were represented. 
The coming hardware convention of the New York 
State and Pennsylvania and Atlantic Seaboard 
hardware associations was widely discussed. The 
hardware exposition to be held at Madison Square 
Garden during the week of Feb. 5, 1917, will be the 
first exhibition of this kind ever held in New York 
City, and in view of the fact that it will directly 
attract hardware dealers from not only the five 
States which are members of the association, but 
also from many other States the resident hardware 
interests of New York City should be aroused to 
hearty support and co-operate. 

With this end in view a letter was formulated to 
be mailed directly to the New York City trade ask- 
ing for its hearty co-operation and support, and also 
that plans be taken up by the local associations to 
make every hardware man a booster for this ex- 
hibition. There will be 50,000 free tickets dis- 
tributed to the dealers who are association mem- 
bers, to give to their customers, and it is expected 
that the results will be far-reaching. 

Plans were also formulated for holding the annual 
Metropolitan banquet during this convention week, 
on Wednesday, Feb. 7. The hearty co-operation of 
the two State associations has been assured in 
urging the attendance of other visiting members at 
this dinner, and preparations are being made on a 
greater scale than ever attempted for a hardware 
event of this kind. The dinner will be held at the 
Hotel Astor, and it was unanimously voted that the 
entire arrangement be in charge of the chairman of 
the dinner committee, H. A. Cornell. 


Coming Conventions 


THE WESTERN RETAIL IMPLEMENT, VEHICLE AND 
HARDWARE ASSOCIATION CONVENTION AND EXHIBI- 
TION, Kansas City, Mo., Jan. 16, 17, 18, 1917. Head- 
quarters, Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Jan. 17, 18, 19, 
1917. E. E. Lucas, secretary, Spokane, Wash. 


MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT DEALERS’ ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. Louis Coli- 
seum, St. Louis, Jan. 23, 24, 25, 26, 1917. F. X. 
Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 


TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Dallas, Tex., Jan. 24, 25, 26, 1917. 
B. H. Getz, secretary, Forth Worth, Tex. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND NEW YORK STATE RETAIL 
HARDWARE ASSOCIATION JOINT ANNUAL CONVEN- 
TION AND EXHIBITION, New York City, Feb. 6, 7, 8, 
9, 1917. Headquarters Hotel Astor, for both as- 
sociations. Exhibition in Madison Square Garden 


auditorium. W. P. Lewis, Huntingdon, Pa., secre- 
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tary-treasurer Pennsylvania and Atlantic Seaboard 
Hardware Association, and John B. Foley, Kirk 
Building, Syracuse, N. Y., secretary New York 
State Retail Hardware Association. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 


KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ ASSOCIATION CONVENTION, Louisville, Feb. 13, 
14, 15, 1917. Headquarters, Tyler Hotel. J. M. 
Stone, secretary, Sturgis, Ky. 


IoWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 13, 14, 15, 
16, 1917. Exhibit in Des Moines Coliseum. A. R. 
Sale, secretary, Mason City, Iowa. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Detroit, Feb. 13, 14, 15, 16, 1917. Official 
headquarters, Hotel Statler. Exhibits will be held 
at a separate hall to be announced later. Arthur 
J. Scott, secretary, Marine City, Mich. 


NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Fargo, Feb. 14, 15, 
16, 1917. C. N. Barnes, secretary, Grand Forks, 
N. D. 


MINNESOTA RETAIL HARDWARE.ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 23, 1917. H. O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 


THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James 
B. Carson, secretary, Dayton, Ohio. 


SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, 8S. D. 


AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, NEW ORLEANS, LA., 
March 27, 28, 29, 1917. Headquarters, Hotel Grune- 
wald. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York City. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARD- 
WARE JOBBERS’ ASSOCIATION, Houston, Tex., April 
17, 18, 19, 20, 1917. Headquarters, the Rice Hotel. 
F. D. Mitchell, secretary-treasurer, Woolworth 
Building, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Tampa, May 8, 9, 10, 1917. W. L. Harlan, 
secretary, Atlanta, Ga. 


A Purchase 


REDDIE—“My par is awful rich. I guess he’s 
rich enough to buy all Brookline.” 
Bobby—“My pa’s a lot richer’n that. I heard him 


tell ma this morning he was going to buy New York, 
New Haven and Hartford.”—Boston Transcript. 


No Allurement 


6G OME day you'll be rich enough to retire from 
business.” 

“Give up my nice pleasant office and stay home?’ 
rejoined Mr. Growcher. “I should say not!”—Washing- 
ton Star. 
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Kinks from Fowler & Sellars 


Simple but Efficient Display Methods in a 
White Plains, N. Y., Store 
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An attractive display of gas and electric lamps in the store of the Fowler & Sellars Company, White Plains, 


New 


HE main. object of display is, directly or indi- 
rectly, to sell more goods. If some special 
method of displaying, let us say, pocket knives, 

is so attractive that it causes an increase in the 
sales of pocket knives, then the method is consid- 
ered successful. If the manner in which steel goods 
are carried economizes space and still produces the 
stipulated amount of business it allows the amount 
of space saved to be utilized for the display of other 
goods and is thus indirectly a factor in increasing 
sales. Likewise any method that can be adopted 
whereby the customer can be served more quickly 
than before its adoption is also indirectly making 
an opportunity for increased sales inasmuch as the 
time saved can be devoted to other affairs. So that 
no matter from what angle the subject is viewed 
the real object and the real result of good display is 
an increase in sales. 

Display, of course, is only one phase of merchan- 
dising, though it is rapidly becoming recognized as 
one of the very important ones. A store might be 
a model so far as its display methods were con- 
cerned and still if the other business principles were 
not built on sound foundation be far from success- 
ful. Again, there are concerns that make no special 
efforts to secure an attractive showing of merchan- 
dise, but whose success cannot be disputed. These 


York 


cases are exceptions rather than the rule and are 
usually in spite of the fact that no display is made 
rather than because of it. The store in which close 
attention is given to the display of merchandise is 
apt to be the store in which few of the important 
business principles are overlooked. 


Attention to Small Matters 


There is no doubt but that the close attention to 
display given to the varied and extensive stock of 
the Fowler & Sellars Company, White Plains, N. Y., 
has been in a large measure responsible for the 
building of a big business in a city of moderate 
size. The store occupies a large building and car- 
ries a stock that for variety, completeness and at- 
tractiveness is far ahead of what one usually finds 
in cities no larger than White Plains. 

It is easy to get up enthusiasm over the installa- 
tion of an entirely new set of fixtures simply be- 
cause this means a big move and people are usually 
interested in big things. It is not so easy to pay 
attention to the little but none the less important 
features that should supplement the larger fixtures. 
It is gratifying to note the number of little display 
conveniences that have been devised and put into 
use in this store. 
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A block of cork is used to display scissors 


An Attention-Getting Sign 


The first distinctive feature that would be noticed 
by a visitor to this store is the swinging sign that 
hangs, suspended from an ornamental bracket, at 
one side of the big entrance. At the time the pho- 
tograph used in making the accompanying illustra- 
tion was taken, one side of the sign, as can be seen 
in the illustration, was lettered, “Fruit Jars, Jelly 
Glasses.” The other side contained the two words 
“Preserving Supplies.” If any attempt were made 
to put much sales talk on a sign of this kind the 
effect would be lost. As it is, the few words serve 
as reminders and many sales have been traced to 
their use. A number of these signboards are kept 
on hand and are changed according to the season. 
The sign is hung where it can be easily read and 
cannot easily be missed. 

The next feature that one would be sure to notice 
would be the windows. They are wide and deep and 
usually contain very attractive displays. Close at- 
tention is given to the value of color and as a result 
some of the color schemes used in these windows 
are exceptionally striking. 


A Lamp Display 


The chances are that the visitor’s attention, once 
he were inside the door, would first be attracted by 
a handsome showing of gas and electric lamps— 
many styles of them—many sizes of them—at as 
many different prices—displayed on a specially con- 
structed table that brings every one of them into 
prominence. The table is oak, strongly made, and 
is built with a narrow elevated shelf down the cen- 
ter on which a row of lamps is placed. Fireplace 
fixtures are given space underneath the table. There 
is no need of dwelling at any great length on the 
attractiveness of this display of lamps. The accom- 
panying photograph gives a thoroughly good idea 
of that, although, of course, the beautiful colors 
that add so much to the value of this showing can- 
not be reproduced. 


Displaying Scissors 


In the cutlery department a number of blocks of 

















Even twine has been given a share of display 
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cork have been put to use for displaying scissors. 
Cork has long been one of the window dresser’s 
valuable aids in displaying cutlery of all kinds, and 
while the method used here is not particularly strik- 
ing nor out of the ordinary perhaps, it still has the 
advantage of being adaptable for use with a num- 
ber of other items besides scissors and with a stock 
of any size. 

The blocks of cork, which are 4 by 12 in. and 1% 
in. thick, are covered with plush. In the top of them 
a number of slits have been made with a sharp- 
pointed pair of scissors or some similar article— 
into which the scissors on display can readily be 
inserted. A button on the front gives the selling 
price. With a number of blocks of this kind a dis- 
play of cutlery—in a window or in a show case—can 
be made in a very short time. 


Twine Gets a Share 


Even twine is given a share of display in this 
store. A little rack is illustrated here, which to- 
gether with another similar though larger fixture, 
has been the cause of quite a remarkable jump in 


This swinging sign is one of the business-building 
features 


the sale of various kinds of twine. A number of 
large nails were driven into a base of soft wood and 
the heads clipped off and filed smooth. Each ball 
was tagged with its number and price and slipped 
over one of the projecting nails. 

These are just a few of the little “kinks” from 
the Fowler & Sellars store, where. seemingly little 
but nevertheless important display matters come in 
for a share of attention with the big ones. 


THE LUTHER GRINDER Mrc. CoMPANyY, Milwaukee, 
Wis., has taken into its organization A. D. Race, a 
former hardware dealer, and in recent years the owner 
of the Oneida Knitting Mills, De Pere, Wis. Mr. Race, 
who will be one of the principal stockholders and will 
have the office of treasurer and assistant manager, goes 
to this concern knowing the trade to which he will sell 
and also understanding manufacturing conditions and 
problems. 
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HAD a rare experience in contrasts this after- 

noon. Two salesmen called on me. One knew 

his business, the other did not. They both had 
the same merchandise to sell—advertising service. 
What they had to sell does not have so very much 
to do with the case. The feature of the incident 
is to be found in the comparison between the two 
men as to their methods of approach and presenta- 
tion of their respective propositions. 

Both men were well past forty, and if there is 
any merit in experience there should not have been 
very much to choose between them. Of course, 
mentality must be considered always, but in this 
case the men were not so widely separated as to 
general ability. But when it came to putting up 
a selling talk there was all the difference between 
the organized and the unorganized method. Let 
me designate them as A and B. 

A called on me several days ago and made an 
appointment for this afternoon. I told him I had 
heard of his proposition, and was more or less curi- 
ous to have it described to me, but that further than 
that I doubted my interest. Thus he was given the 
clear advantage of a set time at which he could 
state his case in detail, and to sell me if he could. 
With such an advantage it would be expected that 
the salesman would come prepared to do battle 
with every weapon which his scheme could de- 
velop. 

He arrived at the hour set, and | invited him to 
draw up his chair beside my desk. The advantage 
of having your prospective buyer do that much 
at the start is usually hailed as a big step toward 
a sale. You have his undivided and full attention. 
If you are selling anything reasonably meritorious, 
and there’s a fair chance of getting the order, cer- 
tainly such a start should help out a lot. At any 
rate, that was my feeling back in the days when 
I toted a grip and price book. I could see the order 
all but signed if the buyer’d let me get that far. 
That some buyers are fearful of the physical prox- 
imity of the salesman I have more than once discov- 
ered by trying to move my chair a little closer, only 
to find it screwed to the floor. 


The Autobiographical Type 


Having put A entirely at his ease, I awaited the 
attack. I expected that he would set out to describe 
to me just what he was there for, but instead of 
that he first gave me a verbal autobiography of 
himself, relating his various business connections 
during the past twenty or thirty years—ancient- 
history stuff, in which I had no interest whatever. 
I had madé a date with him in order to find out 
more about an advertising device, an account of 
which I had read in a trade publication. Presently 
he brought forth from a very handsome leather brief 
case a decidedly contrasting envelope. It was soiled 
and tattered, and very much bulged with too much 
contents. He commenced to fish out various and 
sundry papers, chiefly photographs of testimonial 
letters and accompanying checks—all very good stuff 
when brought up at the proper time. His handling 
of this really good ammunition was pitiful. In- 
stead of having it all properly classified and put 
together in a loose-leaf cover, he had these docu- 
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A Few Pointers for Traveling Salesmen and Others 


By EARL D. EDDY 


ments upside down, crossways, and every way but 
the way which would have made the most effective 
showing. 

The scheme had to do with an electrical adver- 
tising device to be placed in dealers’ stores, and 
very naturally I wished to see the contract made 
with the retailer. After pawing around through 
the pile of papers on the extension slide of my desk 
he finally located the document I wanted to see. 
This he should have had in a place where, the min- 
ute it was asked for, he could produce it. Then | 
inquired the names of the dealers who were using 
the contrivance. He had lent the list to another pros- 
pect yesterday. This I do not doubt, but it was 
his business to have several copies if he must lend 
them out. I should have been much interested, and 
perhaps influenced by the names on that list. 

Then I inquired for something in the way of 
printed matter which would describe and picture 
the device. Yes, he did have something of that sort, 
but he’d given out the last one he had. Could I 
wait until to-morrow morning’s mail for one? Sure, 
I can, but it’s too late now, for in the meantime 
another man has seen me and has convinced me 
that he has a better proposition. But I’m getting 
ahead of my story. A floundered around for a 
few minutes longer, and finally I told him that 
matters of that sort were subject to an annual ap- 
propriation, which wouldn’t be settled until after 
the turn of the year. 


A Place for Everything 


While A was winding up his remarks | observed 
another salesman in the office, outside the railing. 
He, too, had a good-looking brief case, and, since 
I had given so much time to one man thus armed, 
I thought I might as well see how this one had 
organized the interior of his bag of ammunition. 
I invited him to be seated in the chair just vacated 
by A. B proceeded to unbuckle his case, and the 
minute he turned back the flap I was tempted to 
ejaculate, “Why, hello, System, old boy! How are 
you?” A place for everything, and everything in 
its place. All the papers disclosed to view were 
clean, and carefully arranged with relation to their 
timeliness and value. The first thing he flashed upon 
me was a neatly typewritten list of 100 retailers 
with whom his concern had already contracted for 
the installation of a device similar to the one of- 
fered by A. “There,” said he, “are some of the 
best and biggest dealers in this city. A number of 
them are your customers. Quite a few are not, 
but ought to be. I can help you get their busi- 
ness.” 

Now, that man caught me right where I lived. He 
had me over a barrel, for there was a lot of fellows 
on that list whom I’d like mighty well to sell. Fact 
after fact he brought out, each in its logical place. 
When I asked him for some printed matter which 
would enable me to more correctly describe the 
device when recommending it as an advertising 
medium, he quickly reached down into an inside 
pocket and handed me a folder which gave the chief 
details of the proposition. He was as ready as his 
predecessor had been unready. He was a pleasure 
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to listen to, and I’m quite well satisfied as to which 
one of the two contrivances will book the most con- 
tracts. 

I do not recall ever before having such a perfect 
example in contrasts as to good and bad selling 
methods. The men followed each other in close 
review, and afforded me an object lesson in both 
how not to sell goods as well as how to get the 
order. A was, without a doubt, a well-intentioned 


Joseph H. Blake and His “Ob- 


servations of a Salesman” 


OSEPH H. BLAKE, whose 

interesting articles have 
been appearing in HARDWARE 
AGE under the title “Observa- 
tions of a Salesman,” was 
born at Neguanee, Mich., and 
in early life seemed destined 
to follow the footsteps of his 
father in the mining busi- 
ness. The elder Mr. Blake’s 
mining operations led the 
family to reside successively 
in Duluth, Minn., Parsons, 
Kan., and eventually Pineville, Ky. In the lat- 
ter place they lived for nearly ten years and 
the younger Blake learned to know the moun- 
tain people of Kentucky, their ways and cus- 
toms and the country in which they lived. These 
years he remembers with a great deal of pleasure, 
and the experiences gained at that time have formed 
the basis for several of his interesting stories. It 
was during this time that he received the better 
part of his education at the Fishburne Military 
school, Waynesboro, Va, Brookline High School, 
Brookline, Mass., and the Kentucky State Univer- 
sity, Lexington, Ky. 

Mr. Blake’s first hardware experience was three 
months’ counter work in a mill and mine supply 
house opened by his father in Johnson City, Tenn. 
The work was not exactly to his liking and as his 
father wished him to engage in some business not 
so closely allied to mining, young Blake went north 
to Cleveland, Ohio, in search of employment. Sev- 
eral positions were offered him at salaries ranging 
from $75 to $100 per month, but as they held out 
no inducements of advancement, they were all 
turned down. He finally accepted a job in the wrap- 
ping department of the Standard Tool Company, at 
$35 per month after refusing a position in the cost 
department at a much better salary. As a wrap- 
ping clerk, taps, drills, reamers and other tools 
passed through his hands daily and he soon came 
to know them and to like the work. Realizing that 
there were few real experts in taps, he began to 
make a study of this tool, going to his work early 
in the morning that he might have an opportunity 
of watching the workmen making and finishing the 
tools. By this method he soon came to be known 
us almost an authority on taps. His work was so 
satisfactory that rapid advancement followed and 
he passed in turn to the stock room, the shipping 
room, and finally the office, where for a time he 
was employed in tracing orders and following them 
through the various departments until the goods 
were shipped. From the office he was taken into 
the city sales department where he laid the foun- 
dation of a selling ability that has had much to do 
with his later success. 

Af'er three years spent in Cleveland, the Stand- 
ard Tcol Company opened a store in Chicago and 


Joseph H. Blake 


Hardware Age 


individual, but as a salesman he could not hold a 


. candle to B. Yet B is not what I’d call a world- 


beater. He, however, has the knack of organizing 
his plan of campaign, not only verbally, but even 
to the arrangement and utilization of the documen- 
tary allies which he carried with him. There is 
much to think about in this little experience of mine 
this afternoon. Which class do you belong in? 
Are you an A or a B? 


Mr. Blake was sent there to act as an assistant to 
F. W. Oliver, the Chicago manager. A year later 
the Wiley & Russell Mfg. Company, Green- 
field, Mass., opened its Chicago branch store, and 
Mr. Blake was offered the management. Two years 
later the Greenfield Tap & Die Corporation decided 
to combine the selling organizations of their three 
divisions. As a result the Chicago stores of 
the Wiley & Russell Mfg. Company and the Wells 
Bros. Company were brought together under the 
corporation name, and Mr. Blake was made manager 
of sales, later becoming Chicago manager, a position 
which he now holds. 

Mr. Blake is a clean-cut young business man of 
the type that observes every detail that makes for 
better work. His personality is pleasing and his 
friendships with the trade are extensive. Also he 
is endowed with a talent for telling his experiences 
in a pleasing story form. While traveling in the 
interests of his employers, Mr. Blake has made it 
a practice to take notes of the unusual experiences 
encountered, the methods of selling that have made 
or marred sales, the mistakes that have lost sales 
and the good ideas that have gained new customers. 
He has noted the reasons why certain retail stores 
seem unattractive while others with no more ex- 
pense seem to draw people to them. He has seen 
the faults as they appear to an outsider and has 
suggested remedies for them. These notes he has 
compiled into a series of articles to be published in 
HARDWARE AGE as “The Observations of a Sales- 
man.” Written in Mr. Blake’s breezy style, and 
founded on a thorough knowledge gained by actual 
experience and study, these stories are destined to 
be of great value to retail hardware merchants and 
their employees. They are also sure to be read with 
keen appreciation by the great army of traveling 
salesmen who read this magazine each week. 

We believe that our readers will soon come to 
watch with pleasure for Mr. Blake’s articles and to 
regard them as just another example of the many 
good things that HARDWARE AGE has given to the 
hardware trade. 
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This display, made by the Schroeter Bros. Hardware Company, St. Louis, Mo., is an excellent trim for a small 
window. It is neat, attractive and well balanced and each article is plainly priced 


Old Bridgeport Concerns 


United 


HE American Hardware Stores, Inc., recently 
incorporated under the laws of the State of 
Connecticut for $500,000, has recently acquired the 
stock of T. Hawley & Co., Inc., and the Lyon & 
Grumman, Company, two well known and long 
established hardware houses of Bridgeport, Conn. 
The Lyon & Grumman store will be operated as a 
retail establishment, while the mill supply, builders’ 
hardware and general wholesale business of both 
stores will be handled through T. Hawley & Co., Inc. 
E. F. Von Wettberg, one of the prominent busi- 
ness men of Bridgeport, who is connected with sev- 
eral industries there and who was president of T. 
Hawley & Co., Inc., is president and treasurer of the 
new concern. G. S. Troxell, formerly secretary of 
T. Hawley & Co., Inc., is first vice-president. He 
will be in charge of the wholesale business. R. M. 
Griswold, who has for a year and a half been man- 
ager of the Lyon & Grumman Company, is second 
vice-president and will retain the managership of 
the retail end of the business. J. M. Lynch, for- 
merly vice-president of the Lyon & Grumman Com- 
pany, is third vice-president, and will be in charge 
of the factory and mill supplies. W. E. Nevard, the 
secretary of the American Hardware Stores, Inc., 
will have entire charge of the accounts of the new 
concern. The other members are F. M. Skiff, H. W. 
Barlow, L. C. Burr, W. C. Warner, M. Kirschner, 
M. E. Cummings, W. J. McKenna, G. S. Wildman, 
W. E. Hayes and E. L. Thompson. Messrs. Lyon 
and Grumman will both retire. 

The business of T. Hawley & Co., Inc., was begun 
in a small way in 1826 by Messrs. Hall & Hawley. 
Later Mr. Hall’s share was sold to Timothy Hawley, 
his partner, and the business was conducted by Mr. 
Hawley until 1852 when Samuel W. Baldwin pur- 


chased a share of the business and the name was 
changed to T. Hawley & Co. The active manage- 
ment of the business remained in the hands of vari- 
ous members of the Baldwin family until 1914, 
though the name remained the same. In January, 
1915, the business was sold to E. F. Von Wettberg 
and the firm name was changed to T. Hawley & Co., 
Inc. 

At that time the concern conducted a wholesale 
establishment on Water Street. Soon after the busi- 
ness changed hands it was moved to a new location 
on Middle Street in the handsome new building 
occupied at the present time. The Lyon & Grumman 
business was started in 1884 as Lyon & Hindley. 
It later became Lyon, Grumman & Manson and 
shortly afterward the Lyon & Grumman Company. 
A few years ago the company moved into a new 
building in one of the best locations for retail busi- 
ness in the city. From that time the Lyon & Grum- 
man Company has been the leading retail hardware 
store in Bridgeport. It is separated from the new 
building of T. Hawley & Co., Inc., at the present time 
by a large warehouse which, if the present plans 
materialize, will be developed into an up-to-date 
business block with stores, offices, ete. Connection 
will be made between the wholesale and retail sec- 
tions of the business. 

An arrangement has been made whereby the em- 
ployees may purchase stock in the new concern in 
small weekly payments. As an instance of the 
approval with which this plan was met it is interest- 
ing to note that 75 per cent of them have already 
taken advantage of the opportunity to acquire an 
interest in the American Hardware Stores, Inc. 

The purchasing department of the new concern 
has in reality been in operation for several months. 
It is in charge of H. W. Barlow, who is assisted by 
twelve buyers, who in turn are the headg of the vari- 
ous departments. Mr. Barlow is a member of a 
purchasing committee which meets each morning 
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A holiday window of the Warner Hardware Company. Minnea 


lis, Minn. Note the exceptional balance, and 


though a great number of items are used, the display is not overcrowded 


and which consists of all the officers of the company 
and the heads of the departments. This committee 
does not take action, of course, on ordinary routine 
buying such as goods already on order or those 
for immediate needs. It is for the purpose of pass- 
ing on important purchases. It serves also to bring 
the men in closer touch with each other and to keep 
them posted on and interested in the various depart- 
ments that do not come under their immediate su- 
pervision. 

Plans have been made for remodeling both the 
stores. When these changes are made the Lyon & 
Grumman store will be without doubt, both in equip- 
ment and in location, one of the finest retail hard- 
ware establishments in this section of the country. 
Although definite plans have not yet been announced, 
it is understood that the activities of the American 
Hardware Stores, Inc., will not be confined to 
Bridgeport. 


Obituary 


ALFRED ABERNETHY COWLES died recently at his 
home in New York City of pneumonia, after a short 
illness. Mr. Cowles was the eldest of seven children, 
and the son of George P. and Charlotte Abernethy 
Cowles. When very young he went to Ansonia with 
his parents, about which time his father, with 
others, was instrumental in founding the Ansonia 
Brass & Copper Company, of which the senior 
Cowles was the head for many years, A. A. Cowles 
later succeeding his father as president. Mr. 
Cowles’ education was begun in Middletown, Conn. 
Afterward he went to Paris to complete his studies. 
While in Europe he supported himself as a music 
critic. Mr. Cowles possessed a natural ability for 
literary work, and even in subsequent years he oc- 
casionally found time to indulge this pursuit. Soon 
after returning from Paris he entered the New 
York office of the Ansonia Brass & Copper Com- 
pany, and in the late 70’s he organized the Ansonia 
Clock Company, of which he was the president until 
he died. Mr. Cowles was also prominent in the 
formation of the American Brass Company, of which 
he was vice-president. He was president likewise 
of the Coronet Phosphate Company and the Ter- 


raceia Estates, Inc. He was a member of the Union 
League Club and India House, New York, and the 
Greenwich Country Club. Mr. Cowles’ wife died 
about two years ago. He is survived by two sons, 
Russel A. and Frederick H. Cowles, both of New 





Albert A. Cowles 


York, and by two brothers, Charles A. and William 
A. Cowles, both of Ansonia. On his maternal side 
Mr. Cowles came of old New England stock, his 
mother’s ancestors being among the early settlers of 
Connecticut. The Cowles family for years has been 
prominent in the brass and copper business. 


WILLIAM THOMAS, a retired hardware merchant of 
Crawfordsville, Ind., died at his home recently, aged 
66 years. He is survived by a widow and four chil- 
dren. 


A. B. McCormick, a member of the firm of McCor- 
mick & Ormand, Riverside, Cal., died at his residence 
in Los Angeles, Cal., recently. Mr. McCormick is sur- 
vived by a widow, one son and two daughters. 
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Sheet Meial Men Discuss 
High Prices 


HE regular quarterly meeting of the Cincinnati 

Association of Sheet Metal Contractors, Cin- 
cinnati, Ohio, was held on the evening of Nov. 28. 
President F. William Stechow presided, and after 
the dinner the report of Secretary John A. Heng- 
geler was received, showing that the membership 
was steadily increasing. 

Vice-president John Weigel called the associa- 
tion’s attention to the present high prices of both 
black and galvanized sheets and stated that the most 
important proposition before the sheet metal con- 
tractors at the present time was to avoid under- 
bidding on contracts. He pointed out that gal- 
vanized sheets to-day were practically double what 
they were last year and that the contractor was apt 
to lose on good jobs unless he carefully estimated 
his costs. He also called attention to the fact that 
labor was advancing and that unfortunately it did 
not seem possible to get an efficient service out of 
the average workman at the higher scale of wages 
paid. 

Another meeting of the association will be called 
soon after the holidays and the members were again 
urged to carefully investigate their present costs 
and to be prepared to take part in the discussions 
along this line at the meeting in question. 


Personal 


LYNN B. DupbLEY has been appointed advertising 
manager of the Federal Motor Truck company to suc- 
ceed George W. Cushing, who recently resigned to take 
a position in the advertising department of the Hudson 
Motor Car Company. Mr. Dudley is well qualified to 
take up his new work, having had twelve years’ experi- 
ence in the editorial and advertising departments of 





Lynn B. Dudley. 


newspapers, and for three years has been connected 
with the Campbell-Ewald Company, advertising agents. 
He has specialized in automobile, gas engine and motor 
truck accounts, and for some time has had supervision 
of the agency account of the Federal Motor Truck 
Company. 

Owing to his close association with the Federal adver- 
tising department, and the fact that he has an intimate 
knowledge of the plans of the motor truck company, 
Mr. Dudley was selected for the position. 
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T. A. CARROLL was appointed on Nov. 1 publicity 
manager for E. C. Atkins & Co., Indianapolis, Ind. 
Mr. Carroll had been in charge of the sales promotion 
department for several years, and will continue the 





T. A. Carroll. 


management of it, assisted by Max Leckner, Jr., who 
was formerly connected with the Russell M. Seeds Ad- 
vertising Agency. 


FRANK M. GIEFER, formerly with G. Sommers & Co., 
St. Paul, Minn., has been made manager of the auto- 
mobile accessories department of the Scheffer & Ros- 
sum Company, wholesale saddlery, shoe findings and 
automobile supplies. The department is to be enlarged 
extensively. 


S. Cheney & Son Fifty Years 
in Business 


THE corporation of S. Cheney & Son, Manlius, 
N. Y., is announcing to the trade the anniver- 
sary of its fiftieth successive year in business. 

In 1866 the business was started by Stephen 
Cheney, and at the present time the third genera- 
tion is connected with it. 

The company celebrates its fiftieth anniversary 
by starting a branch foundry at Oneida,‘N. Y. The 
new plant has been recently built, and is modern in 
every respect. 


Large Order 


QGHE had been sitting in the furniture shop for nearly 
two hours inspecting the stock of linoleums. 

Roll after roll the perspiring clerk brought out, but 
still she seemed dissatisfied. From her dress he judged 
her to be a person of wealth and thought it likely she 
would have a good order to give. 

When at last he had shown her the last roll he 
paused in despair. 

“I’m sorry, madame,” he said, apologetically, “but 
if you could wait I could get some more pieces from 
the factory. Perhaps you would call in again.” 

The prospective customer gathered her belongings 
together and rose from the chair. 

“Yes, do,” she said with a gracious smile, “and ask 
them to send you one or two with very small designs, 
suitable for putting in the bottom of a canary’s cage.” 
—Exchange. 
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New Show-Card Articles 


N this issue of HARDWARE AGE is started 

a new series of show-card writing articles 
which will appear under the rather unique 
title of “Pen Pep.” The popularity of the pen 
as an instrument with which to make show- 
cards has become so great that many promi- 
nent show-card writers are using pens ex- 
clusively in their work, and pen manufac- 
turers, recognizing this prolific field for the 
sale of their wares, have brought out many 
improved pens for this particular art. They 
are manufacturing pens that will make 
strokes from a fine line to one half an inch 
in width. Naturally the use of these pens 
has brought about many improvements in the 
art of show-card writing, as well as many 
new alphabets to which these pens are par- 
ticularly adapted. HARDWARE AGE will show 
these new alphabets, the new methods of 
making strokes, and will tell of the most 
modern equipment for the show-card writer. 

This course will be conducted by W. J. 
Nowak, author of that splendid book, “Hard- 
ware Show-Card Writing,” which is pub- 
lished by HARDWARE AGE, and which was run 
in serial form in this magazine some two 
years ago. Mr. Nowak is recognized as one 
of the foremost show-card writers in this 
country, and his new series will be a most 
constructive offering to the readers of HARD- 
WARE AGE. 


Christmas Salesmanship 


HRISTMAS business is here. Early sales 
indicate that the holiday trade in the 
hardware stores of this country will break 
all records. Already many stores are keep- 
ing open evenings in order to take care 
of the business. Wage-earners are handling 
more cash than at any time in the history of 
the country, and they are showing a decided 
disposition to spend it freely. 

Hardware dealers have bought liberally in 
anticipation of this unusual season, and the 
keenest business sense will have to be exer- 
cised to sell as long as possible at a good 
profit, and then to run cut-price sales on 
items which do not prove to be as ready 
sellers as the dealer anticipated. 

It is a poor year to carry over any consid- 
erable stock of goods which are distinctly 
holiday specials. The purchase price has 
been high, and the doubt as to market con- 
ditions another year makes a clean stock at 
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the coming inventory period most desirable. 
A delay of a day or two in sensing the slow 
sellers may mean considerable worry, as well 
as a financial loss. Good merchandisers will 
keep perpetual inventories of Christmas 
goods during the next ten days, and will 
promptly make substantial price inducements 
on any line that seems to hesitate on its way 
to the ultimate consumer. 

Most men readily recognize a good seller 
—that is easy. The great test of merchan- 
dising is to spot the slow seller and move it 
before it becomes dead stock. The time to 
move Christmas goods is between now and 
Dec. 23. There is one less selling day this 
year on account of Christmas coming on Mon- 
day. The most successful special sales are 
those launched early. Most everyone offers 
special inducements to purchasers the last 
three days before Christmas. If you have a 
slow seller act on your first impulse to 
move it. 


The Industrial Physician 


HE increasing interest in compulsory 
health insurance, which is under con- 
sideration by the Legislatures of a number 
of States, and the consequent growing knowl- 
edge of what the system would mean to 
manufacturing industry, are resulting in 
closer attention to those conditions which the 
system is intended to improve, including the 
general health of shop employees. Health 
insurance is not held in high esteem by em- 
ployers, because they feel it would impose 
upon them a new and unjust burden, in that 
they would be held responsible financially for 
sickness and injury incurred outside of the 
employment. On the other hand, a good 
many employers accept the moral responsi- 
bility for conditions within the employment, 
including those affecting health, and experi- 
ence has shown them that there is nothing to 
be compared with the services of the indus- 
trial physician in reducing the hazard, 
whether of accident or of sickness. 

It has even been urged that the employ: 
ment of a physician by every industrial es- 
tablishment be made compulsory. This would 
seem a radical measure, but plant owners 
who have had experience assert that such a 
law would create no hardship, and that apart 
from the satisfaction of knowing that their 
employees are laboring under healthful con- 
ditions, the results would show the invest- 
ment to be a profitable one. The expense is 
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reduced where a group of small plants em- 
ploy the same physician. 

Not a few firms have records to demon- 
strate how the plan works out, both in the 
welfare of employees and in dollars and 
cents. Some of the financial benefits are di- 
rect. It is known that the percentage of 
idle hours due to sickness and accident, in- 
cluding “playing sick,” shows a material 
decrease. Also, premiums for workmen’s 
compensation insurance decrease as_ the 
hazard becomes less. Among advantages not 
so definitely measurable there is a sure gain 
with a rise in the average physical condition 
of employees, because their production per 
dollar of wages becomes greater. Experi- 
ence has proved, too, that where working 
conditions are healthful and stimulating, as 
through an abundance of light and fresh air 
and with cleanliness, it is easier to get the 
more desirable class of labor—a factor of no 
small importance in labor costs. 

The industrial physician not only treats 
all cases of accident or sickness, but strives 
always for prevention. Usually the scope of 
the work increases as owners see results. 
When the doctor has become thoroughly es- 
tablished he has an emergency hospital, in 
which he treats every injury, no matter how 
slight, immediately following the accident, 
and he continues the treatment until recov- 
ery is made, either at the shop hospital or 
the home, or the hospital to which the patient 
has been sent. All cases of sickness are simi- 
larly looked after, even to the slight cold or 
headache. The employee who fails to report 
for work is followed up, and, if he is found 
to be ill, is cared for. This work is therefore 
done thoroughly and systematically. 

A good deal depends upon the personality 
of the doctor and his tact in handling people. 
He must be a good surgeon and all-round 
physician, up to the standard of the general 
practitioner, and must have an understand- 
ing of hygiene as applied to manufacturing 
plants. The profession is coming to recog- 
nize the work as one worthy of special study. 
Already some medical students are selecting 
their courses with a view to the industrial 
field, and the medical schools are co-operat- 
ing actively. 


Accessory to Crime 


UDAS betrayed his Master for thirty 
pieces of silver and his name has been a 
symbol of treachery to this day. Yet—some- 
body tempted the Disciple to his crime; 
someone furnished the silver that bought his 
soul. Crime had accessories even in the time 
of Christ. 

There are very few crimes in which the 
responsibility rests solely on the individual 
who breaks the law. There are usually 
others who intentionally or thoughtlessly 
contribute to the actual deed. The general 
public acts many times as a thoughtless ac- 
cessory to crime. The intentional accessory 
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is usually some one who stands to benefit by 
the crime itself. Between the two extremes 
is perhaps the most contemptible accessory 
of all—the man who for a paltry profit fur- 
nishes the means of crime to minors and irre- 
sponsible persons. He is too cowardly to par- 
ticipate in open crime; too shrewd to be 
classed among the thoughtless. He knows 
how the weapons he sells may be used and 
he gambles on that chance. He uses the 
minor, the criminal and even the idiot as 
pawns in his heartless game. Even the pro- 
fessional gambler detests the Piker and the 
Sure-thing man. 

In the city of Chicago, a few weeks ago, 
two mere boys were arraigned in court 
charged with wilful murder. They had 
attempted to hold up a saloon keeper and 
their attempt had ended in the killing of 
their victim. 

The case was hopelessly clear. They had 
confessed, even to the point of telling which 
of the two had fired the fatal shot. There 
seemed nothing left for the Judge to do but 
to pronounce sentence. The Judge, how- 
ever, was not thoroughly satisfied. He issued 
a bench warrant for the arrest of a certain 
employee and stockholder of a cut-rate nov- 
elty company. This man was called to the 
witness stand. “Did you sell revolvers to 
these boys?” a lawyer questioned. The 
Judge interrupted. Turning to the boys he 
asked: “Is this the man who sold you the 
revolvers?” “Yes, sir,” was the answer. The 
dealer was inclined to be sarcastic. “Well, 
they look to be of age, don’t they ?” he said. 
“They do not,” retorted the Judge sternly. 
“Men like you are almost accessory to mur- 
der.” 

The younger of the boys pleaded guilty of 
manslaughter ; the other, who admitted firing 
the fatal shot, pleaded guilty of murder. The 
younger boy’s sentence is automatically fixed 
by law at from one year to life in prison. 
The sentence of the other—the boy who ac- 
tually killed—is up to the discretion of the 
Judge. At best it means years of life spent 
in the company of hardened criminals. A 
refusal to sell firearms, with a few words of 
admonition, might have meant two ‘lives of 
usefulness unmarred by the brand of Cain. 
The final judgment may place the blame on 
older shoulders. 

The man who sold the revolvers was held 
on $500 bonds and is yet to be tried. Un- 
fortunately the law is such that he will in 
all probability escape with a small fine. The 
public joins him in the réle of accessory. 
Thank God, the man who sold those revolvers 
was not a legitimate hardware dealer! 
HARDWARE AGE believes the hardware man 
is cast in a better mold. We don’t want 
profits that carry stains of blood. The 
legitimate field for the sale of firearms is 
large enough for the man whose heart as well 
as his head is in his business. Heavy pun- 
ishment for the man who sold those revolv- 
ers would bring joy to every hardware man 
in the country. 


rok “tr cammangeeee ass 


aa a 
we. 


— 


ried eb ‘3 
“te guns Ol merenne ter 


eas Se 

















The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Method at Boston University 


Twentieth Section 


HURSDAY, September 16, 1915. Well, Brother 

Diary, I’ve done it! I visited the landlords 

of all the empty stores in town, and I have 
contracted to rent the windows in seven of them 
for two weeks beginning the first of October. 

Two of the stores I couldn’t get because they 
have been rented for the first of October; one I 
didn’t go to at all because I remembered, fortunately 
in time, that the landlord was a friend of Stigler’s. 
If I had told him what I wanted, the probabilities 
are that Stigler would have got wind of it and he 
would somehow have got ahead of me. 

You'll be surprised to know, little Diary, that 
I put the whole thing over for less than twenty 
dollars. Two stores I got for nothing, and I found 
out that Barley Water, my old boss, owned them. 
The old brick told his agent to let me have them 
for two weeks without any cost. Traglio, the drug- 
gist, let me have the vacant store next door to him, 
which he owns, for $2 a week, on the understand- 
ing that I would not display any toilet articles, 
and that I would put a card in the window at my 
own expense, reading: “For toilet articles of all 
kinds go to Traglio’s.” I didn’t think that would 
hurt me any, so I promised to do it. It cost me 
$12 for the old Bon Marche store, but that’s bang 
opposite the post office, and I think it’s well worth 
the money, because everybody in town will see the 
displays there. Besides, they’re big windows. It 
used to be a prosperous store, but Waldron, who 
ran it, lost his money in the big Providence bank 
failure. 

And then after I had got it all done the ques- 
tion came to me, What am I going to do for stock? 
I should certainly find it difficult to put a lot of 
stock in those windows to make a real display and 
have left in the store any of the lines to sell. I 
worried over this for some time, and then I wrote 
to Hersom, the salesman for Bates & Hotchkin of 
Boston, the jobbers from whom I buy the bulk of 
my general supplies, and told him about my plan, 
and asked him if he could help me out. I asked him 
to reply at once, and I ought to have a letter by 
Saturday. They are pretty decent people, Bates & 
Hotchkin are, and while I have to pay a fraction 
more for the majority of the goods than I would 
have to if I bought from the manufacturer, it is 
well worth it to me, for they look after me well. 
As Hersom told me the last time he was over, “We 
certainly will do all we can for you, because you 
give us the bulk of your business.” 

Friday, September 17, 1915. Coincidences do 
happen even in our little town. You know the 
electric light company has been making a big cam- 
paign in the town advocating the use of electricity 
for lighting, cooking, ironing, etc. The advertising 
certainly did make the gas company sit up and take 
notice, for they offered to wire houses for a ridicu- 
lously small amount, with easy terms of payment, 
and in a large percentage of the houses now they 
are using electricity instead of gas. For some time 
now I have been thinking of taking advantage of 
this fact and putting in a stock of electric toasters 
and grills, perhaps an electric fan or so, and a few 
electrical devices like that. 

Well, to-day I met Mrs. Twombley in the street. 
Mrs. Twombley is a close friend of the Mater’s. 
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She is a widow, like Mater, and it seems they were 
schoolgirls together and that Mrs. Twombley was 
one of the episodes of my father’s period of calf 
love. Mrs. Twombley is a big, plump, jolly-looking 
woman, well to do, and she is quite fond of me. I 
remember last time she was at the house saying to 
the Mater, as she rumpled my hair—she does that 
every time she comes because she knows I don’t 
like it—she remarked: “It was just nip and tuck 
as to whether I would have been Dawson’s mother, 
wasn’t it?” She was passing on the other side 
of the street to-day, and, seeing me, she franti- 
cally waved her umbrella at me—she always car- 
ries an umbrella, whatever the weather may be. 
I went across to her, and she told me she wanted 
a dozen kitchen knives. She seems to be always 
buying kitchen knives. “I don’t know what Lucy 
does with them,” she said. “I think she must be 
engaged to a sword swallower and he is practicing 
with my knives.” 

Then she added: “By the way, Dawson, I have 
never asked you to do anything for me, have I?” 

“No,” I replied, wondering what she meant. 

“Well, young man, I am going to make a sug- 
gestion to you that may cost you a few dollars. 
Our fair for Foreign Missions takes place, as you 
know, next month, and I want you to help us out.” 

“In what way?” 

“Bless the boy, I don’t know! Look around your 
store and see if there isn’t something you don’t 
want; or else send some things up and give us 
a commission for selling them. See what you can 
do about it.” And she bustled right off without 
waiting for an answer. 

And now for the coincidence. When I got back 
to the store there was an unusually smart-looking 
chap waiting to see me. It seems he represented 
the Atlantic Electric Appliance Corporation, and 
they wanted me to take the agency for their full 
line of electric appliances. 

“Your line is a good thing, I’m sure,” I said to 
him—Wilkshire was his name—‘“but candidly I 
couldn’t afford to put in a full supply of those 
things, although I was thinking of starting with a 
few toasters and one or two things of that kind.” 

“T can understand, Mr. Black,” was his response, 
“that you couldn’t very well carry the whole line 
that we have unless we co-operated with you. We 
believe there’s a big field in Farmdale for electric 
appliances—better than usual on account of the 
strenuous efforts of the electric light company. 

“Our proposition is this: If you will make a 
special display of electrical appliances for a week 
we will supply you with a full range of our goods, 
we will send a demonstrator to show how they are 
worked, and we will go fifty-fifty on any advertising 
you care to do during that time. 

“When the demonstration is over, go ahead and 
stock up what you think is necessary, and we'll un- 
dertake to supply you with additional stock on 
twenty-four hours’ time. You are not such a great 
way from Hartford”—that was their headquarters 
—“but that if you order one day you can have 
the goods right here within forty-eight hours at 
the latest.” 

Just then the telephone bell rang. Larson an- 
swered it, and I heard him say: 
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“Yes, Mrs. Twombley, he’s back. I’ll tell him.” 

I went to the phone, and she wanted me to be 
sure not to forget about helping them out at the 
fair. “Remember,” she reminded me, “it starts 
Tuesday, the twelfth of October, and ends the Sat- 
urday following.” 

“Mrs. Twombley,” I replied, “an idea has come 
to me. How would you like me to supply you with 
an electrical exhibition?” 

“Bless the boy! What do you mean?” 

“How would you like me to make a display up 
there of all kinds of electrical appliances, with 
some pretty girls to show everybody how they 
work and what they will do?” 

“That would be splendid! But there’s no elec- 
tricity in the town hall.” 

“But suppose I can get electric current run in 
there specially, what then?” 

“That would be a very good thing.” 

“All right. I think I can do it for you.” 

Well, I talked to Mr. Wilkshire, and told him my 
idea, and he thought it was a good one, and said 
he would personally go and see the electric light 
company, because he was accustomed to dealing 
with that kind of people, and make arrangements 
to have wires carried into the town hall for the 
exhibition. 

He is going to supply all the equipment needed 
and send two demonstrators from Hartford during 
the five days of the fair, and that’s going to be 
my contribution to Mrs. Twombley’s “pet,” as she 
calls foreign missions; and at the same time I shall 
be introducing a new line of merchandise, under 
the very best of auspices, to the people of Farmdale. 
I’ll have to work out the details later on, but I’ll 
tell you how it comes off. 

Saturday, September 18, 1915. I was talking with 
Betty to-day about the electrical exhibition, and she 
suggested: 

“Why not carry it through a little farther. I 
read a lot in Hardware Times about business effi- 
ciency. Why don’t you try’ to get efficiency in the 
home—give an exhibition of home efficiency?” 

I guess the blank expression on my face told her 
that I didn’t follow her meaning. 

“I mean,” she said, “along with the electrical 
devices why not show carpet sweepers and time-sav- 
ing kitchen devices, and everything that will help 
the woman of the house to greater efficiency in her 
work or give her better results. Make a big exhi- 
bition, and call it the domestic efficiency exhibi- 
tion.” 

“That’s not a bad idea at all,” I replied. I thought 
a little while. ‘Not a bad idea at all.” I thought 
a little bit longer. “It’s a bully good idea!” And 
I ran right off to call up Mrs. Twombley. 

“Mrs. Twombley,” I cried, quite excited, “I’m go- 
ing to do that thing up good and brown for you. 
I’m going to make it a household efficiency exhibi- 
tion, and we'll have vacuum cleaners and carpet 
sweepers and washing machines and _ kitchen 
things x 

“Good heavens above!” her voice returned. “Who 
is this speaking, what is he speaking about, and has 
he got the right party?” 

I laughed, and then remembered that in my eager- 
ness I hadn’t even told her who or what I was. 

When I explained the matter she said: 

“I don’t know, I’m sure, but I’ll leave it to 
you-——” 

“Are you sure,” asked Betty, when I came back, 
“that the electric-supply people will agree to your 
selling other things there when they are providing 
the material for the big show?” 

“I never thought of that!” I exclaimed. “I 
guess they won’t! No. And I don’t think now it 
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would be fair to them to do it, for if I want to sell 
electrical supplies it would probably be better not 
to spread the attraction over too many things. No, 
I’ll confine myself just to electrical supplies, so as 
to make as big an impression with them as I can, 
concentrate the people’s attention right on them, 
and give them a real bang-up start-off. 

“That reminds me. You know those Sisk glass 
percolators? I’m going to drop them.” 

“Why, I thought you were selling so many of 
them!” 

“Yes, I am, but I got a letter from them yes- 
terday telling me that the discount had been re- 
duced from 40 to 25 per cent, and there’s nothing 
doing at that price.” 

“I wish you wouldn’t talk such slang.” 

“What do you mean, slang?” 

“Why, ‘nothing doing.’ I wish you would learn 
to cut it out. There,” she said vexedly, “I’m catch- 
ing that bad habit from you!” 

“Fierce, isn’t it?” I grinned. 

Somehow, little Diary, I think Betty and I will 
never grow up. The more we live together the 
bigger kids we seem to become. Gee, but it’s good 
to be married to a girl you love, isn’t it? Ahem! 
I beg your pardon, friend Diary. I must remember 
that this is a business diary, and not a diary of 
domestic felicity. 

To come back to that Sisk percolator. I had 
been handling it for some time and doing a good 
business on it, when bing! a letter comes saying 
that on and after date the discount for Sisk per- 
colators will be reduced to 25 per cent. The war, 
I suppose. At any rate, as it’s costing me about 
25 per cent to do business, I’m not going to handle 
them after I get rid of what I have, and I wrote 
them so right away. You see, friend Diary, I’m 
beginning to study the relationship of profit to 
expense, and unless the things I sell are showing 
me a profit, either directly or indirectly, there’s 
nothing doing on them—I shan’t bother with them 
at all. I told the Sisk people that perhaps they 
could find some one else to handle them for love 
of the company, but I would not. 

I had a letter to-day from Bates & Hotchkin. 
Hersom was out of town, but it’s all right. They 
said, of course, they were glad to help me out, and 
would send me enough stuff to fill up the windows 
and have some left over for the store, and would 
I please let them know just what I wanted and they 
would send it on consignment right away. You can 
bet your boots they won’t be sorry for that. It’s 
good to deal with a concern that will go out of its 
way to do you favors. ‘ 

Tuesday, September 21, 1915. . (Noontime.) I’ve 
just got to tell you, Diary, that my letter to the 
Sisk people has got results, and got them good 
and quick! I got a very nice letter from them this 
morning stating that they realized that I couldn’t 
handle the goods unless I made a fair profit on 
them, and so they had decided to increase the 
discount from 25 to 33 1/3 per cent. Now they’re 
talking sensibly, and since they’ve come up on the 
discounts I’m quite willing to push them, and I 
wrote them this morning and told them so, and sent 
them an order for half a dozen more right away. At 
25 per cent there was nothing in it for me, but 
now they’ve come up on the discount I’m right 
with them. 

(Evening.) That’s one of the slickest tricks I 
ever heard of, brother Diary! And it took the 
Mater, above all people, to spot it! She was here 
to-night, and I was telling about the Sisk perco- 
lator matter. Suddenly she said: 

“Really, those Sisk persons are remarkably 
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clever, don’t you know! I believe it was their plan 
to reduce the discounts from 40 to 33 1/3 per cent, 
and they studied the psychology of the matter and 
decided that—and I think you will agree with me, 
Dawson—that had they merely written, in the first 
place, announcing that the discounts were reduced 
from 40 to 33 1/3 per cent, their customers would 
feel annoyed at the reduction of their profits. But 


instead they reduced the discount to 25 per cent, 
unquestionably with the purpose of increasing it 
to 33 1/3 per cent, thus leaving with their cus- 
tomers the impression that the discounts had been 
increased instead of reduced, going on the psycho- 
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logical principle that the last impression made upon 
the mind is the strongest and upon which there is 
the greatest tendency to act.” 

Remarkably clever, I must say! And do you 
know, little Diary, I believe the Mater is right. 
Because, even now I know it, I haven’t any ill feel- 
ing against the company. In fact, I take off my 
hat to them for being so darned smart. 

It was very keen of the Mater to spot it. I never 
suspected she was so shrewd. 

Well, I have to go visiting with Betty to-night, 
so you must go back into your drawer, little Diary. 

(To be continued.) 





The Huey & Philp Hardware Company finds that a window like this brings trade from professionals and 
students dependent upon the art of measurement 


Window Display of Measuring 
Equipment 
AN attractive display was made recently by the ’ 
Huey & Philp Hardware Company, Dallas, Tex. 
This window display was confined entirely to con- 
centrating attention on various kinds of supplies 
for engineers, builders, contractors and architects 
manufactured by the Keuffel & Esser Company, 
Hoboken, N. J., and 125 Fulton Street, New York 
City, having branches in several leading cities of 
the United States and Canada also. 

Among the articles shown were transits and 
levels, stadia rods for civil engineers and others, 
T squares, angles, steel tapes, tracing cloth, water- 
proof drawing ink, field books for surveyors, curves, 
rules, drawing boards, instrument boxes and other 
paraphernalia which more and more is being mar- 
keted by enterprising hardware men all over the 
country. 


Manufacturers and Jobbers to 


Meet in Houston 


D. MITCHELL, secretary-treasurer of the 
* American Hardware Manufacturers’ Associa- 


F 


tion, 1510 Woolworth Building, New York City, 


has sent out notice that the next convention of the 
association will be held in conjunction with the 
Southern Hardware Jobbers’ Association in Hous- 
ton, Tex., April 17, 18, 19, 20, with headquarters for 
both associations in the Rice Hotel. The great in- 
crease in membership for the past year gives prom- 
ise of a large attendance at Houston, and new mem- 
bers are advised to make early reservations at the 
Rice Hotel. 


W. H. Andrews, 25 Years 


President 


PRATT & LAMBERT, INC., Buffalo, N. Y., will 
hold during the first week in January its bi- 
ennial convention, which also marks the close of 
the president’s (W. H. Andrews) twenty-fifth year 
with the firm. New lines will be put before the 
salesmen at the convention, and talks and demon- 
strations will be numerous. An attractive program 
of social and festive activities has been prepared. 


ARTHUR Harrop, for several years connected with the 
sales department of the Corbin Screw Corporation, 
New Britain, Conn., has resigned his position with that 
concern, and has joined the forces of the Frank Moss- 
berg Company, Attleboro, Mass. Mr. Harrop will fill 
the position of sales manager which was formerly held 
by Frank T. Chase, who is now with the Buffalo Metal 
Goods Company, Buffalo, N. Y. 








Publicity for the Retailer 


Some Excellent Publicity for the Final Week 
of Christmas Selling 


By BURT J. PARIS 


Just the Ad for the Procrastinators advertising columns for a solution of the last-minute 
. No. 1 (full-page ad). The later one puts off gift problem, and a complete ad like this one can 
s Christmas shopping the larger a task it seems to do a lot of real selling work during the last week 


become. The procrastinating shopper turns to the of holiday buying. As a complete exposition of 


[WARNER HARDWARE CoO. 
15_S0O. GTH. STREET 


UR STORE offers exceptional opportunities for the selection of the 
O season’s remembrances. Here you will find a large variety of desir- 
able articles suitable for Christmas presents. Gifts purchased at 
our store possess quality of a character which makes them doubly accept- 
able. They are attractive in appearance, but their greatest value lies in 
their practical usefulness. 
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Building Toys | ress tape “WARN ER” TOOL CABINETS 
CYS | car reirred wits ealore, las ent 
‘Ths peer we here ety ‘ 
both the aed tects. “Warner” Cabinets are as nearly perfect as the best tool e them, 
Erector sete, With thom semble them from our do 
Coke its tes to practice at tool 
os the same in all of them. Disston Saws, Maydole Hammers Buseell Jennings Bits, Stanley 
emailer euttts for the Cal 
Segiener can be, séted to tools bought separately 
have the ecesssory vote Cabinet No. 10—24 tools $12.50 Cabinet No. 30—40 922.50 
omloe $7.00 | Sasincs io. 0-30 toot 
to a Sa 
$1.00 $18 Once let a boy be 
wag reus? Christmas Tree Lights Scroll ‘- cad bis 
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SHOES EAR patterns, $5.50 $5.85 $7.75. Christmas Carving Sets 
P sor Kutt Shens tor Ae The Combination Our 
special Christmas set is made of the very best steel with stag 
Pt a Were eee Squares sok te do ood work. We have | _—— hemdina’"We have three specie! pattorag which aren siractrs 
po Bey Ay ~~ » $4.50. Other styles with silver, born, ebony and pearl hand 
<a anh ante viees and teal | g TS" Astomstic Drills @1.10 ine, trom $3.00 % 815.00 
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No. 1—Equivalent to a dozen pages of a mail order catalog 
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hardware stock this ad is one of the best we have 
ever noted. It comes to us from the Warner Hard- 


ware Company of Minneapolis, Minn. The very 
{ make-up of this ad, with its wealth of illustrations, 
attracts and holds the attention of the reader. A 

personal touch is given the announcement by the 
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signed opening talk. In going over this ad there 
are several important points that should be care- 
fully noted. First, only a very few articles are 
featured without suitable cuts; secondly, descrip- 
tive matter is found in each panel. Sometimes it 
is very brief, to be sure, but nevertheless it is there. 
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\ The lasting pleasure of giving practical gifts is to 
| be had if you buy here. As they are all useful they 
| will be appreciated the more. 
24 tb. Family Scales at -- $1.25 Bissell Superba Vacuum Sweepers ... 
Clark Carriage Heaters $1.50 and $2.25 Bissell Grand Rapids Vacuum Sweepers 
Robeson “Sure Edge” Carving Sets. ... $1.00 to $8.00 Bissell Household Vacuum Sweepers . 
i Serving Trays . 5 sods $3.50 to $8.00 Bissell Standard Carpet Sweeper 
Universal Lunch Boxes P aa i. ie $2.50 Risxell Universal Carpet Sweepers 
Royal Worcester Coffee Machiges . $6.00, $8.00, $9.00 Bissell Gold Medal Carpet Sweepers .. 
S. k S. Mayonnaise Beaters $1.00 and $1.65 Sweeper Vac, Style S ° . 
} Children’s Sleds oe 65e to $1.00 Sweeper Vac, Style K 
i Steering Sleds at $1.00 to $2.50 Sweeper Vac, Style R orcccece 
i Flexible Flyers at - $1.50 to $5.00 Dorhestic Vacuum Cleaner .......... nian 
H Dustless Vacuum Cleaner ovone serge ee f75O0 
i Reliance Vacuum Cleaner ccdscecccoes $6.00 
f ©-Cedar Dust Mops 3 «++ 75, $1.00, $1.50 
I 
i 
i 
Geeeve ‘Double Runner Skates - 50c 
boys’ Skates at .. teteeeeeteees 75¢ to $2.50 Clauss Embroidery, Shears,..............50e, @e and 75c 
Girls’ Skates at ooo. coe... ciitsceeass B5e $0 $140 Clanss Shears oe sccee cccpcccccesveseye M08 to $125 
Hot Point Electric Flat Irons ..... : + «$3.50 Every pair fully guaranteed , 
Community Silver, Par Plate, 10 years guarantee Roheson Sure Edge Pocket Knives ....., ....25¢ to $2.50 
Commmaalty Silver, Bellance —— nt yenre rape one We have a fine assortment of Robeson Gift Knives in 
fi © are carrying nearly a complete line of the above Ware many styles and sizes. bach knife fully warranted 
i Flash Lights .... 75e, $1.00, $1.25, $1.50 and $2.00 Clothes Vetinete 543.0 5..+<2 $1.75, $2.25, $3.75, $4.25 
{ 














Hoosier Kitchen Cabinets $19.85, $24, $26.00, $27.50, $33.50 
Perfection Smokeless Oil Heaters. .$5.00, $5.50, $6.00, $6.50 


Aluminum Double Roasters . . .. $4.50, $4.75 
French Plate Bath Room Mirrors .... . $2.75, $3.25 
Nickle Plated Rayo Keadig Lamps ... «vee dee 





Razors of All Kin 


Ever Ready Safety Razors ...... avsvaavensotsent $l 
Gem Saftety Razors . $ 
Enders Safety Razors at .. 
Penn Safety Razors 
Auto Strop Safety Razors ... 
Gillette Safety Razors ...... ee 
We have one of the best straight blade old-fashioned ra- 
zors ever manufactured. These are in two patterns and sell 
at $2.00 and $2.25 each. Every razor is fully guaranteed 
and will split a hair. Remember our guarantee is satis- 
factuon or money back. 

















Chafing Dishes $3.50, $5.00, $6.00, $7.50, $10.00, $12.00 
Electric Toasters ... able aatiahass $3.50, $4.00, $5.00 
Bassists G2 Grille ....0-0csccoccces ecocoveoe 
Aluminum Hot Water Bottles ...............00000- $5.00 
Pie Servers ....... avveseesy «+» $2.00 
Baking Dishes ....... . .$2.00, $3.00, $4.00, $5.00, $6.00 
Black and White Guernsey Casseroles ..... .$1.50 and $1.75 
White and Gold Guernsey Casseroles .......75¢, 90c, $1.00 


Green and Gold Guernsey Casseroles 75c, $1.00, $1.25, $1.50 
Brown and Gold Guernsey Casseroles 90c, $1.00, $1.25, $1.50 


Lisk Roasters 


No. 0 Lisk Roasters...$1.75 No. 3 Lisk Roasters. :.$2.50 
No. 1 Lisk Roasters...$200 No. 4 Lisk Roasters. ..$2.75 
No. 2 Lisk Roasters...$225 No. 5 Lisk Roasters. ..$3.00 














Pyrex Glass Cooking Utensils in many styles and sizes, including 
casseroles, bread bakers, pie plates, custard bowls, etc 


Erector and Bricto Models 10¢ to $7.50 ,\¥<,*'s0 car 2 complete stock of Exestor 
Buchanan Hardware Co. 


Richfield Springs, N. ¥. 





Universal Food Choppers 


No. 0 Universal Food Choppers . d sevdueeueae 
No. 1 Universal Food Choppers ... oes seusenen 

No. 2 Universal Food Choppers ......... 
No. 3 Universal Food Choppers .........6+00000eeee 
8 Loaf Universal Bread Mixers ... écncbenevena 
4 Loaf Universa) Bread Mixers . vapveee 





No. 2—Suggesting the practical in gift selection 
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of doing business. 


carry out 


bring them back. 


our compensation as a dealer. 


neighbors’ or friends’. 


want everyone to feel welcome to_.use it. 





The Manager id not behind closed doors. You can 





meet him at any time. If you think you have a complaint, 





we welcome it and assure you a fair adjustment 

















WE are very proud to announce to our customers and friends this year that 
we are prepared in a hundred per cent complete way to cater to their 
CHRISTMAS needs. CHRISTMAS GOODS are somewhat scarce this year and 
we were fortunate in going to market early and securing our supply—and by so 
doing we are in a position to show you a very large and well balanced variety. 
Also, at this time we wish to better acquaint you with this store and its method 


We have doubled our floor space recently and have room not only to increase 
our stock, but to display it in such a manner that you may see and know what we 
have. We want you to trade with us, and satisfy yourself that we endeavor to 


“GOOD GOODS, FAIR PRICES AND PROMPT SERVICE” 


By “Good Goods” we mean articles of merit and guarantee; articles that you 
get your full money's worth; that do the work and give you service. If they do not, 


“Fair Prices.” This means a fair profit to you as a buyer and Consumer, and 
“Prompt Service.’ You will not have to wait or ask for a clerk. We meet 
you at all times as you come in. Your purchase of one to five cents is just as wel- 


come as the one to five dollars or more. 


Your mail or telephone order is given our prompt attention. 
Our delivery service is very prompt and careful. 
We have fitted up a Rest Room for those who have to wait while in town, and 


Our Christmas Display Will Be Ready Monday, December 4th 


and we invite you to visit us and see our well assorted stock. 


coop seavicE ADKINS HARDWARE CO, teverHone 7s 


Your money is just the same as your 





REST ROOM 


You are welcome to make use of our Rest Room at 





any time. . 
































No. 4—Announcing a Christmas display and doing it well 


Third, prices are quoted on practically every arti- 
cle listed. Exceptions to this are the silverware 
panel, the pocket-knife panel, the fishing-tackle 
panel, the hunting-clothing panel, and one or two 
tool panels. But where a line is featured, like 
clothing, it is sometimes difficult to quote price in- 
telligently. Fourth, the writer has been careful 
to so construct the ad as to make its appeal uni- 
versal. There are gifts for the housewife, for 
the young couple (see corner devoted to electrical 
specialties), for the man, the youth, and the chil- 
dren. Every reader of this ad is a possible buyer. 
You would certainly do well to concentrate on an 
ad of this type. It will bring you the last-minute 
business. 
Charms by Its Attractive Make-up 


No. 2 (page ad). John A. Losee, president of 
the live-wire. Buchanan Hardware Company, Rich- 
field Springs, N. Y., sent us this Christmas ad, 


which pictures the diversity and attractiveness of 
hardware gifts. The modern hardware store can 
offer as attractive gifts as can any retail empo- 
rium. Witness this ad. Look at it casually, and 
you might expect to find it signed with a jeweler’s 
name. A particularly fine make-up is the real 
charm of this ad. It insures a reading of the dif- 
ferent blocks of items and prices. Mr. Losee is 
a great believer in fine-appearing ads, and this an- 
nouncement proves the statement. The layout is 
aided by the neat holiday decorations, but take the 
border away and it would still be an ad that would 
attract the eye instantly. 
Four Pages of Christmas Suggestion 

No. 3 (5 in. x 7% in.). This is a page from 
a folder just received from the Peirson Hardware 
Company, Pittsfield, Mass. The folder consists of 
four pages, on heavy white stock, in two Christmas 
colors, red and green. The page make-up is un- 
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Strops 


| $3.00 
Papa 
$3.00 | prusnes | $1.00 
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Hunting 
nar | $250 | “| $2.00 
$3.00 | Tenn | 25c 
$30.00 _ $8.00 
roning | 92.00 $2.00 
coate | $6.00 $10.00 
$1.00 | Lines 25c 
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Table 
iia to and to 
$10.00 Reds | $5.00 
Ingersol $ 1.00 Postal $ 2.00 
Watches $ 3.00 Scales $5.00 
oe 75¢ Drinking 1 Oc 
Tobog- 








bor | 700 | “| $2.00 
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No. 3—A unique idea in Christmas pricing 


i PSE SAEED OAPI 
Satay tay tar tar ata ae 


usual, and attracts the eye at once. The figures 
were originally printed in red, and in contrast with 
the red and green border and green type stood out 
most prominently. One of the pages was devoted 
to a brief résumé of the Christmas stock. A folder 
of this kind is easily made up and put in the mail. 
It’s a real reminder folder, which, we feel] certain, 
will produce results for the merchant who utilizes 
the idea. On the back page of this folder the 
Peirson Company extends its thanks and the com- 
pliments of the season to its patrons. The articles 
listed cover a wide range of gift selection. 


Staging the Christmas Display 
No. 4 (15 in. x 21 in.). Wilbur Adkins, manager 


of the Adkins Hardware Company, Granby, Mo., 
sent us this ad, at the same time telling us that he 





USEFUL HOLIDAY GIFTS. 


Fer every member of the family, and every friend: con be found ot JOHANNESEN BROS. 
Just 0 few suggestions from our large and complete sesortment. 
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JOHANNESEN BROS. 


Orleans and Chester Sts. 


Bring Your Name and Address to Get One of Our 1917 Calenders. 
EDISON MAZDA LAMPS. XMAS TREE LIGHTING OUTFITS, ELECTRIC TRAINS, Esc. 

















No. 5—Has thirty-seven chances to win 
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appreciates HARDWARE AGE very much, and feels 
that he receives much benefit from it. Mr. Adkins 
has a very well-written ad here; it gives some 
mighty good reasons why the people of Granby 
should do their shopping in Adkins’ store. The 
whole idea of this ad is to induce the reader to 
come in and inspect the Christmas display. Mr. 
Adkins, no doubt, followed this circular with a de- 
tailed presentation of some of the stock. But in 
communities not served by a daily paper a circular 
of this sort is all that is needed to move the public 
to action. If you have used a circular of this type 
earlier in the month, it might be well to repeat it, 
using some of the well-taken arguments set forth 
here by Mr. Adkins. 


Attractive Gift Suggestion Ad 


No. 5 (3 cols. x 6 in.). Johannessen Bros., New 
Orleans, La., sent us this ad, and, considering the 
space, it is a very effective holiday bid for business. 
Thirty-five articles are listed with prices, and sev- 
eral lines mentioned without prices. The illustra- 
tions liven up the ad and lead the eye to the blocks 
of listings. The heading and sub-heading of this 
ad are well worded, and the firm name at the top, 
in small type, identifies the ad for the reader who 
may just glance at the headline without digging 
into the ad. One or two of the cuts do not print 
very well, and it would be wise for the Johannesen 
firm to weed out these cuts, replacing them with 
new electrotypes from the manufacturer. 


Q. Q. M. Club Dines 


THE Supplee-Biddle Q. Q. M. Club held its regu- 
lar monthly meeting in the Curtis Publishing 
Building in Philadelphia on the evening of Nov. 27. 
Preceding the business of the evening a banquet was 
served. After discussing the minutes of the pre- 
vious meeting the hardware people were entertained 
by a three-reel moving picture production entitled 
“The Rise of Thomas Jefferson Morgan,” the story 
of the fulfillment of a boy’s ambition, and par- 
ticularly good for salesmen to see. After the 
pictures A. C. Gilbert, president of the A. C. Gil- 
bert Company, New Haven, Conn.; Mr. Sherwin, 
general sales manager of the same company, and 
G. Priestman, southern sales manager of the Gilbert 
Company, addressed the Supplee-Biddle men on 
Erector toys. These addresses were in direct lines 
with the big campaign Supplee-Biddle is so actively 
engaged in to dispose of their recent large pur- 
chase of these toys. 
The Q. Q. M. Club is growing not only in mem- 
bership but in useful activities. 


Hardware Age Information 
Interesting and Valuable 


To the Editor: MOBILE, ALA. 

I would thank you to notify me when my sub- 
scription expires. I think it will be Jan. 1. I do 
not want to miss any numbers, and your paper is 
one of the things I look forward to each week. I 
have obtained interesting and valuable information 
from it. Yours truly, 

WILLIAM ORTON, 
Cunningham Hardware Company. 


CHARLES B. Hooper has sold the larger part of his 
stock in the Craig & Shoffner Hardware Company, 
Nashville, Tenn., to F. S. Green, who has been for the 

ast 20 years connected with J. H. Fall & Co. and 
Keith, Simmons & Co. of Nashville, Tenn. Mr. Hooper 
has resigned as vice-president, but will remain as a 
director. Mr. Green will be manager of the cutlery 
and sporting goods department. 














Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 

New York. Dec. 13, 1916. 
T HE present is in some respects a jobbers’ market. In 
the main their contracts were placed on the cur- 
rent basis of late spring and early summer, according 
to the class of merchandise. Consequently the bulk of 
large trade is doubtless taken care of whenever jobbers 
can make contracts. Likewise, we learn that jobbers 
are buying liberally now and that they will give the 
manufacturer virtually anything required that the 
maker is able to accept. On the other hand, many 
manufacturers are increasingly loath to accept con- 
tracts for future delivery and on leading seasonal lines 
are frequently sold up. 

The representatives of leading factories are doubtful 
about being able to make and ship what they are al- 
ready obligated for, although straining their capacity 
to keep engagements. 

Despite the previous advances in lawn mowers, there 
are reasons to suspect another increase before long. 
Lawn-mower makers, as a rule, have all the business 
they can execute and they are short on material. It 
has been estimated that they have now on their books 
from 25 to 40 per cent more business than they had 
last season. The shovel situation, we are told, is in 
much the same condition, with the prospect of an ad- 
vance soon of, say, 7% per cent. Makers claims that 
their material is costing about 10 per cent more than 
on Nov. 1 and before. 

One of the helpful conditions for sellers is the un- 
earthing of lines of goods which for various reasons 
have moved sluggishly if at all. One house had 3000 
of an agricultural implement which had long been dor- 
mant but which now is in the current for distribution. 
In another instance there was a line of drain tools 
made to specifications for export which no other buy- 
ers would take. In the latter case two export orders 
for the antipodes were given at the same time, one of 
which was shipped at once, while the other was sched- 
uled for four months hence. The reason was that one 
lot covered special goods which were in stock and long 
had been; the other lot was regular and the factory was 
far behind. 

A buyer for Russia wanted 1000 doz. of a common 
tool for engineers, immediate delivery, for which a 10 
per cent bonus was offered, but the requisition could 
not be filled, although the price is just double what it 
was before the advances. Another buyer wanted 600 
doz. shovels monthly for a desirable Caribbean market, 
the price left to the factory and trade that would lead 
to steady orders for some time, but it could not be 
accepted. 

A buyer for an old house in one of the Middle States 
seeking to place an order for cutlery, future delivery, 
found that there was no possible chance of acceptance. 
Knowing of a fair stock of the goods he wanted in New 
York, where all the available factory surplus was at 
the time, he took, literally, every piece on hand. All 
he really knew was that there were approximately a 
certain number of dozens at prices hurriedly quoted, 
but he had no definite memoranda of numbers, quality 
or price, although he knew he was sure of a square 
deal. 

An old New York export house with connections all 
over the world ordered 1000 doz. of a kind of cutlery 
which ordinarily was $1.75 per dozen. Later the price 
was $2.25, then $2.62 and $2.87 respectively. Finally 
the order was sent to the factory to be filled at $3.10 
per dozen, but was returned with a factory note saying 
“cannot fill at any price.” Another order for Africa 
for 36 doz. of another kind of cutlery carried with it 
63 doz. of a leather article for cutlery which happens 
to be on hand and which they are anxious to sell. Un- 
der these circumstances a strong effort will be made to 
ship the entire lot, but the cutlery comes out of an- 
other order. 
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These actual occurrences are cited to better illus- 
trate the difficulties encountered in executing orders 
which manufacturers are more than pleased to get but 
cannot supply in the allotted time. 


Wire NatLs.—There is considerable inquiry for wire 
nails, one for four carloads coming along while we 
were getting market information. Deliveries are very 
slow, and continually becoming more so. The mills 
are not executing orders adequately, because even fairly 
prompt shipments are impossible; this has, however, 
long been true. Jobbers are meeting demands as best 
they can under the circumstances. - Some of the diffi- 
culties encountered are a scarcity of cars and the re- 
luctance of railroad officials to accept shipments. 


Wire nails, in store, at $3.60, and carted by the jobber 
$3.65 base per keg. 


Cut NaiLs.—One cut-nail manufacturer in mention- 
ing his perplexities says that he has just paid $14 per 
ton advance for slabs over the last he bought from 
which to roll into nail plate, thereby making the price 
of slabs $50 per ton. This maker is asking $3.50, base, 
per keg at mill for his output, and announces that it 
doesn’t concern him what other makers are asking. 
One veteran nail merchant is anticipating a scarcity in 
cut nails during the winter. 


Cut nails, in store, are $3.60, and delivered by the jobber 
within carting limits, $3.65 base per keg. 


WINDOw GLass.—The universal complaint among 
manufacturers and jobbers of window glass is the dif- 
ficulty of getting transportation from the factories. 
The head of one old establishment says that never have 
they been so bothered to get stock. The matter has 
been taken up with the Merchants’ Association of New 
York, as well as railroad managers, in an endeavor to 
ease transit difficulties. From one factory its New 
York representative has been promised a car daily, but 
the consignments do not come through with any regu- 
larity even if started each day. The factories are man- 
ufacturing all the glass possible with the present sup- 
ply of gas and materials, and some of them as yet are 
not finding much fault as to the supply, while others 
have had to shut down. Under ordinary circumstances 
questions of an adequate amount of fuel gas might be 
suspicious, but with present high prices and heavy de- 
mand, especially following nearly five months of the 
customary summer shut-down, the reason seems to be 
good. Factories now working would operate more 
tanks if sufficient gas fuel was available. 

Window glass prices are as follows: AA, picture glass, 
single thick, is 75 per cent, and AA, double thick, 78 per 
cent discount. 


A, single thick, first three brackets, is 86 per cent, and B, 
single thick, first three brackets, 88 per cent discount. 


All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets, A grade, 
double thick, is 86 per cent, and all larger than first three 
brackets, B quality, double thick, is 874% per cent discount 
from jobber’s lists. 


All window glass terms are now 30 days net or 1 
per cent discount for cash in 10 days, instead of the 
former 60 days net and 2 per cent for cash in 10 days. 


LINSEED O1L.—Linseed-oil business is exceptionally 
dull, which, however, is largely to be expected now and 
only seasonal. As one large crusher says, it can hardly 
be called a market. State and western oil is 94c. per 
gallon for December and January delivery, in fair 
quantities, for delivery by January next. Present 
prices may sometimes be shaded a cent or two per gal- 
lon because of pre-holiday dulness. Quotations are 
also often subject to negotiation between buyer and 
seller to meet the seller’s views as to higher prices on 
future deliveries. 


Linseed oil, raw, city brands, is 97c for 5 or more bbl., 


and 8c. per gal. for less than 5 bbl 
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Rope.—Rope prices have been advanced a cent a 
pound by manufacturers. Some makers have with- 
drawn all their prices preparatory to issuing revised 
higher figures, while others already have announced 
the increase. One leading mill is not taking any or- 
ders for sisal goods at all, except for small orders from 
old customers. 

The sisal situation is determined by the Reguladoro 
Comision in New York, which controls the entire sup- 
ply of sisal hemp coming from Mexico. The Comision 
withdrew all prices three weeks ago, preparatory to 
naming new figures. 

Manila hemp fibers also are very high and exceed- 
ingly scarce, the high grades being practically unob- 
tainable. Manufacturers quite generally, we are ad- 
vised, are not accepting contracts on cordage, but mere- 
ly taking current orders for prompt shipment. 

Manila rope, first grade to retailers. is now 22c.; 21c. for 
second grade and 19c. on third grade, base per Ib. 

Sisal rope, first grade, is 17c., and second grade 16%4c. base 
per Ib. 

NAVAL Stores.—There is a tendency in the trade to 
continue the policy of holding off on purchases, largely 
because manufacturers are about closing down for the 
regular overhauling of plants and for inventory. After 
the customary clean-up there should naturally be a 
resumption of buying, following the holiday season, 
but at present there is very little doing. In the pri- 
mary markets the tone is rather stronger for turpen- 
tine, with rosins about as they have been. The late 
rearrangement of prices has not stimulated buying to 
any degree. 

Spot turpentine, in yard, is 53c. per gal. 

Rosins, in yard, common to good strained, on a basis of 
280 Ib. per bbl., is $6.70, and D grade also $6.70 per bbl, 

CopPpER AND Brass.—Mill and sales managers are 
refusing business constantly, simply because it cannot 
be handled. Usually they will not even quote over a 
telephone, and such new business as is taken is com- 
monly a matter of negotiation verbally, by letter or 
telegram, and then definite specifications must be sub- 





Hardware Age 


mitted. Such prices on brass as are quoted are only 
for the particular time, provided there is any hope for 
subsequent delivery. 

Sheet copper is still 42c., mill shipments, and 44c., 
base, per pound for small lots out of stock. Bare cop- 
per wire for electrical purposes, carloads, mill ship- 
ments, is 37c., base, per pound. 


ANVILS.—The Hay-Budden Mfg. Company, 254-278 
North Henry Street, Brooklyn, N. Y., has advanced the 
price of Hay-Budden anvils to 12c. per pound, base, 
f.o.b. Brooklyn, N. Y., with freight equalized with Co- 
lumbus, Ohio. Prices are subject to change without 
notice. 


ATLAS Mrc. ComMPpANy.—The Atlas Mfg. Company, 
New Haven, Conn., is now quoting as follows, namely: 
Bradley brackets, 60 and 5 to 65 and 5 per cent; ceiling 
hooks, 50 and 10 to 60 and 5 per cent, and coat and hat 
hooks, 50 and 10 to 60 and 5 per cent discount. 


NATIONAL Mrc. ComMPANY.—The National Mfg. Com- 
pany, Sterling, Ill., has made the following advances in 
several of its lines of goods, namely: Braced rail, 100 
ft., $5; storm-proof rail, per 100 ft. $18; screen and 
storm-sash hangers, No. 80, japanned, automatic, per 
dozen, 70c., and No. 80, sherardized, per dozen, 85c.; 
barn-door stays, No. 18, per dozen, $1.10; screen-door 
turnbuckles, No. 195, per dozen, $1; hangers, big 4, 
$8.40; No. 66, storm-proof, $13; No. 77, storm-proof, 
$14, and No. 88, $15, per dozen. 


SarE-TEE NovELTY COMPANY, INc.,—The Safe-Tee 
Novelty Company, Inc., 1038 Fifth Avenue, New York 
City, is quoting on its No. 13 ventilating sash lock $1.30 
per dozen and by the gross $14.40. 


SmitH & HEMENWAY COMPANY, INc.—The Smith & 
Hemenway Company, Inc., 99 Chambers Street, New 
York City, has made the following advances, namely: 
Red Devil glass cutters, 40 per cent; Red Devil nail 
pullers, 35 per cent; Red Devil button pliers, No. 1000, 
5 in., $4.20; 6 in., $4.75; 8 in., $6.05, and 10 in., $7.55 
per dozen. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, Dec. 12, 1916. 

THE Holiday season is finally on and business in all 

lines is booming. According to reports mercantile 
concerns are experiencing one of the best Holiday sea- 
sons in their history. There appears to be an abundance 
of funds for Holiday purchases and the buying is heavy. 
The banks report very little borrowing along industrial 
and commercial] lines, and current receipts apparently 
are sufficient to meet any and all requirements in the 
Middle West. At all the Western points of distribution 
similar conditions in regard to sales of Holiday goods 
prevail. Luxuries as well as necessities are entering 
into the purchases and business never was in better 
shape. The sudden change to winter weather has had 
an immediate effect in boosting sales of strictly cold- 
weather goods. Snow shovels, ice creepers, ice cutting 
tools, sleds, gas and electric heaters, stable supplies and 
similar goods are leaving the wholesale houses in large 
quantities. There is also a heavy demand for sleds and 
skates, with a decided scarcity in skates. 

The high cost of living has now threatened to burst 
into the tire industry just as it has invaded the auto- 
mobile realm. The steadily rising price of cotton is 
causing the manufacturers of tires to express the opin- 
ion that their product is doomed to undergo a substan- 
tial increase in cost. Egyptian cotton fabric was re- 
cently quoted by one maker as selling for over a dollar 
a pound. This is double the price quoted a year ago. 
Sea Island fabric has made almost the same advance 
during the last twelve months. There has also been an 
advance in the prices of crude rubber, particularly the 
Ceylon grade, which recently took a jump of 8c. a lb. 
in one day. On the basis of these advances tire makers 
assert that an advance of from 12% to 15 per cent is 
justified. 


Zinc ore sales, according to the Joplin, Mo., papers, 
broke all previous records last week, totaling over 20,- 
000,000 lb. and worth over $1,000,000. The price paid 
was approximately $100 per ton. 

Jobbers and manufacturers report heavy placing of 
orders for builders’ hardware to meet the spring de- 
mand. One large manufacturer reports heavier sales 
‘in December to date than in the preceding month dur- 
ing the same period. Shipments are better and there 
have been no radical price advances during the past 
week. New prices in many lines are expected about 
the first of the year. : 

Leather goods, such as harness and accessories, sole 
leather, heels and lifts, skate straps, etc., are constantly 
advancing in price. They are also difficult to stock at 
the present time. Manufacturers are apparently not 
anxious to sell and higher prices are almost sure in the 
near future. All prepared roofings and many lines of 
building paper have advanced in the past few weeks, 
and the limit is not yet reached, according to the job- 
bers. 

Black and galvanized sheets have taken another turn 
upward and the mills are reported to be oversold. The 
demand is heavy and prices are said to be very firm. 

The situation in the manila and sisal fiber market 
seems to have reached the critical stage. Rope manu- 
facturers have enough fiber on hand to fill present or- 
ders, but no great amount in excess. Some of the larger 
manufacturers have withdrawn prices on both manila 
and sisal rope for both contracts and future deliveries. 
Orders are taken at the absolute list prices only, and 
such orders are subject to mill acceptance in regard to 
quantity. Advances of 2c. per lb. were announced 
Dec. 12. 

Collections are reported as very fair for both job- 
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bers and retailers, and sales in all lines are exceptional- 
ly heavy. 

There is little if any betterment shown in the car 
shortage situation. Many of the railroads have de- 
clared embargoes on freight going to the Atlantic Coast, 
but this has not yet materially affected the situation. 
The labor problem is also worrying manufacturers and 
adding materially to the cost of many manufactured 
articles. One large manufacturing concern is reported 
to be carrying more men on the pay roll than at any 
time in its history, with production below that of normal 
times. 

LANTERNS.—Owing to the high cost of labor and raw 
material there has been a general advance in the prices 
of all standard lanterns. The Warren Stamping Com- 
pany is preparing new price lists on their “Sta-Lit” 
lanterns. The new prices will be announced about the 
first of the year. Advances are very probable. 


PoLLy Prim Propucts.—The Polly Prim Sales Com- 
pany, Chicago, Ill., is preparing to issue new prices and 
selling plans for the Polly Prim oils and mops. The 
heavy advance of raw material is rendering advances 
in this line imperative. Announcements of the new lists 
and sales plans will be made about Jan. 1. 


LEATHER Goops.—All lines of leather goods of the 
type carried in hardware stocks are advancing rapidly. 
The advance is particularly marked in harness goods, 
soles, lifts and heels and rough leather goods. Prices in 
these lines are almost double what they were a year ago. 
Manufacturers are not at all anxious to sell and higher 
prices are almost sure. It is freely predicted that sole 
leather will go to a dollar a pound within a few months. 


REGISTERS AND REGISTER FACES.—The advance in 
registers and register faces has at last arrived. This 
advance has been expected for some time and comes 
as no surprise to the trade. We quote as follows: 

Plated, bronzed or sapenned registers, small sizes, 50 and 
15 per cent discount. hite enameled, 20 per cent discount. 
Solid brass or bronze metal, 20 per cent discount. 

Register faces, plated, bronzed or japanned, from sizes 
4x 6 to 14 x 14, 50 and 15 per cent discount; sizes from 14 x 
14 to 38 x 42, 70 and 5 per cent discount. Heavy round 
gratings, 50 and 15 per cent discount. 

Borders, plated, bronzed or japanned, small sizes, 50 and 15 
per cent discount; large sizes, 70 and 5 per cent discount. 

So.tperR.—Solder prices have taken a drop of 4c. per 
lb, at the Chicago warehouses and are now quoted as 
follows: 

Guaranteed, half and half solder, 29c. per Ib; commercial, 
pert and half, 27c. per lb.: No. 1 plumbers’ solder, 25c. per 

O1Ls.—The following are the prices for single barre} 
lots of oil, to retailers, f.o.b. Chicago: 


Iron bbl., standard, white, 150 tests, 6%c. per gal. ; gasoline, 
16%c. per gal.; machine gasoline, 3lc, per gal. ; V.M.P. 
naphtha, l6c. per gal.; turpentine, 59c. per gal.; denatured 
alcohol, 75c. per gal.; wood alcohol, summer 


$1.10 per gall. 
black oil, 8c., and winter black oil, 8%c. per gal. 

TirES.—The heavy increase in the price of cotton 
and Sea Island fabric, together with an advance in 
crude rubber, makes higher prices in tires almost a cer- 
tainty in the near future. Egyptian cotton fabric is 
now selling at over a dollar a pound, when a year ago 
it could be purchased for approximately 50c. Tires 
are expected to take an advance of from 12% to 15 per 
cent. Jobbers are advising dealers to purchase their 
needs at once before new prices go into effect. 


BUILDING PAPER AND PREPARED ROOFING.—There has 
been somewhat of a flurry in the roofing and building 
paper market during the past week. Prices on red rosin 
sheathing paper jumped from $53 to $68 a ton. A 
shortage in this line is very apparent. Prepared roof- 
ing has advanced approximately 10c. a square on the 
cheaper grades and 5c. a square on the better grades. 
Further advances are expected. 


Ropre.—The rope situation has reached a critical 
stage. It is getting extremely difficult for rope manu- 
facturers to obtain shipments of either manila or sisal 
fiber and in many cases they are unable to get price 
quotations. As a result of this condition many of the 
larger rope manufacturers have withdrawn all quota- 
tions on both manila and sisal rope for contracts and 
future deliveries. Orders are accepted for immediate 
shipment only, and such orders are subject to quantity 
acceptance at the mills. 
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Following this action, new prices were announced at 
an average of 2c. per lb. over quotations of last week. 


We quote to retailers, f.0.b. Chicago, as follows: No. 1 


Manila rope, 22%c. per Ib. base; 7 2 Manila, 21%c.; No. 3 
am a pa No. 1 sisal rope, 17%Ke. per lb. base; No. 2 
sisal, e. 


EXPANSION BOLTS AND SHIELDS.—The Diamond Ex- 
pansion Bolt Company, New York City, has announced 
the following revision of prices. The new discounts are 
to be entered on the sheet sent out under date of Nov. 3, 
1916: 


“Diamond N” shields only (lag screw).......... 70-5 per cent 
“Diamond N” shields complete with lag screw. .60-10 per cent 
“Diamond N” screw anchors (without screws), 
70-10-5 
“Diamond N” screw anchors complete with screws, 
70-5 per cent 


5 per cent 


Prices to the consumer are advanced as follows: 


“Diamond N” shields only (lag screw)......... 50-20 per cent 
“Diamond N” shields complete with lag screws, 
50-10-5 per cent 
“Diamond N”’ screw anchors without screws. ...50-25 per cent 
“Diamond N” screw anchors complete with screws, 
60 per cent 


The new prices became effective Dec. 9. 


Wire Naits.—The wire nail market remains un- 
changed, although marked by increased difficulty in get- 
ting shipments. Nearly all retail stocks are compara- 
tively light and jobbers are not as heavily supplied as 
they would like to be. Retail sales are not heavy, but 
retailers recognize the fact that they must be in posi- 
tion to supply the demand for wire nails when the build- 
ing season again opens. The mills are apparently 
making no gains on their orders and are turning down 
many large foreign contracts. Prices are very firm 
and are expected to go still higher. 

We quote to retailers from jobbers’ stocks, f.o.b. Chi 


$3.45 per keg base in small lots. Larger quantities quoted on 
specifications only. 


Cut NAILs.—The general market condition in regard 
to cut steel nails is about the same as applies to wire 
nails. There is a heavy foreign demand, and a com- 
paratively lively domestic demand in some portions of 
the country. 

We quote steel cut nails to the retail trade at $3.55 per 


keg base, f.o.b. Chicago. The quotation is for small lots only 
as there are no large sales from this territory. 


BARB WIRE AND STAPLES.—There are no changes in 
the barb wire situation, and there will probably be none 
before the first of the year. This is a line in which 
the retailers and jobbers are both carrying very small 
stocks. The sales of last season were very light and 
no large quantities were purchased. The coming year 
promises to increase the domestic consumption to con- 
siderable extent and dealers are everywhere endeavor- 
ing to get deliveries, with but little success. There will 
undoubtedly be a shortage of barb wire next spring and 
summer. In fact, the manufacturers, if they so desired, 
could sell their entire output for nearly a year ahead 
to foreign buyers. Prices are firm and will probably 
go higher. " 

We quote painted barb wire to retailers, f.o.b. Chicago, in 
less than car lots, $3.60 per 100 Ib. ; galvanized, $4.30 per 100 
Ib.; polished fence staples, $3.60 per keg; No. 9 plain wire, 


$3.35, and galvanized, $4.05 per 100 lb. Regular advances 
for the smaller sizes. 


Wire CLoTH.—Wire cloth continues to be more and 
more difficult to obtain, and many retailers are reported 
as not yet booked for their next season’s supply. The 
manufacturers are sold up for several months to come 
and jobbers’ stocks are light. Unless something un- 
foreseen happens, a shortage of screen wire for next sea- 
son is sure. 


We quote to retailers, f.o.b. Chicago, as follows: 


Black Galvanized 
a” NESTE SE OC ET ee $2.00 $2.50 per 100 sq. ft 
Se OEE, pct avtaackeaeeeenon Ken 2.50 2.90 per 100 sq. ft. 
BP WE, ao biednesb 00.6 <a 4ee 6s oes oot 100 sq. ft. 
SP ME no heres be ncendg ens 3.75 4.2 oy r 100 sq. ft 
Pri ces to dealers, galvanoid, is 12 mesh, — | mesh 
$2.90: 16 mesh, $3.40; 18 mesh, $4.25 per 100 sq 


Bars.—The demand for steel bars remains compara- 
tively heavy, and the mills are sold much farther into 
the future than is their general practice. The recent 
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advances have all been taken by the jobbers of this ter- 
ritory and prices are firm. 

We quote as follows from jobbers’ stocks, f.o.b. Chicago, 
soft steel bars, 3.60c.; reinforcing bars, 3.60c.; bar iron, 
3.60c. base. 

Nuts aND BoLts.—No change is apparent in the 
market for nuts and bolts. The retail demand is com- 
paratively light at this season, but the demand on the 
mills shows no symptoms of a let up. Retail and job- 
bing stocks are low and jobbers are doing their utmost 
to get promises of definite dates for delivery. We quote 
to retailers, from jobbers’ stocks, f.o.b. Chicago, as fol- 
lows: 

Machine bolts up to % x 4 in., 40, 10 and 5 r cent dis- 
count. Larger sizes, 40 per cent discount. Carriage bolts up 
to % x 6 in., 40 and 7% per cent discount; larger sizes, 35 


er cent discount. Hot pressed nuts, square, $3, and hexagon 
$3 off per 100 lb. Lag screws, 50 per cent discount. 


LINSEED O1L.—The price of linseed oil has taken an 





Hardware Age 


advance of 2c. per gal. during the past week, and man- 
ufacturers expect to see it go higher. The demand is 
fair and with the short crops of flax in Canada and the 
Argentine, advances seem justified. The flax crop 
of the United States is below normal and there is every 
prospect that we will be forced to use the entire output 
of the linseed oil mills for domestic consumption. As 
spring draws near farther advances in linseed oil are 
confidently expected. 
We quote to retailers, f.o.b. Chicago, strictly pure, old 
rocess linseed oil, carloads, raw, 94c. per gal.; carloads, 
iled, 95c. per gal. Smaller lots, be. per gal. igher. 
SHEETS.—The heavy sales of sheets during the past 
week is reflected in an advance in prices from jobbers’ 
stocks. The mills are overloaded with orders and in 
many cases are refusing to consider further contracts. 
We quote to retailers, f.o.b. as follows: No. 10 


blue annealed sheets, 4.25c.; black, 4.75c.; No. 28 
galvanized, 6.75c. 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Dec. 13, 1916. 

HE terms under which Germany will agree to enter 

into peace proposals with the Allies came much in 
the nature of a clap of thunder from a clear sky, and 
has been the subject of very much discussion in iron 
and steel circles, and, in fact, in all lines of business. 
The consensus of opinion is that nothing can be done 
looking toward peace between Germany and the Allies 
under the terms proposed by Germany, but of course 
these are not final by any means, and are subject to 
very material modification. The immediate effect of the 
statement from Germany was a violent break in the 
stock market, but as yet there have been no severe de- 
clines in prices of pig iron, heavy steel or in practical- 
ly any of the lines of goods handled by the hardware 
trade. The statement from Germany has had the ef- 
fect, however, of causing buyers to be even more cau- 
tious in placing orders than they were before, as it is 
recognized that just as soon as peace negotiations start, 
that promise to result in something definite, there will 
no doubt be a violent break in prices in practically all 
lines of manufactured goods. 

The trade in Holiday goods is now on in full swing, 
and the streets and stores are crowded with shoppers 
making their Christmas purchases. Never before have 
the hardware stores in Pittsburgh put on their floors 
and shelves such elaborate displays of Holiday goods of 
all kinds as they have this year. Several of the leading 
stores report the heaviest Holiday trade they have ever 
had, and also state that customers are buying a better 
class of goods than usual, this being due to the fact that 
labor over the past year or more has been plentiful, and 
at high wage. The working classes have money to 
spend this year, and they seem bent on spending it. 

Jobbers and retailers still report a good deal of trou- 
ble in trying to place contracts for goods for delivery 
in first quarter and first half of 1917. Some manu- 
facturers have absolutely refused to enter orders at 
fixed prices for delivery next year, stating they do not 
know what their steel is going to cost, and they are ab- 
solutely in the dark as to what their own costs will be. 
This situation has been partly overcome by some manu- 
facturers accepting orders for first quarter delivery in 
1917, prices to be fixed later. 

Advances in prices of goods have not been as numer- 
ous in the past week, and some in the trade are inclined 
to believe that perhaps prices have very nearly reached 
the top. The most important advance is in chain, which 
some makers have advanced nearly $10 per ton. There 
have also been advances in lighter lines of goods, and 
prices on everything are very firm. 


CHAIN.—A few days ago practically all makers of 
chain advanced prices from $5 to $10 per ton, stating 
that the advance was due to the higher cost of steel and 
labor, and also because of the enormous demand which 
is beyond their capacity to supply promptly. The new 
prices on chain, effective at this time, are as follows: 


%-in. proof coil chain, 6c. eee hay ® Ib. ; ; 8/16-in., 10. 10¢. ; 

%-in., 7.55c.; 5/16-in., 6.55¢.; %-i 7/16- in., 5.85c. 

and 9/16-in., 5.70c. ; and 11/16- in’, 4 “bic. ; %- in. and 13/16- 
in., 5.50c. ; % ‘and 15/16-in., 5.40c.; 1-in., 5.30c,; 1 1/16 to 
14%-in., 5.40¢c. B. B. quality, 3/16 and \% in., $1.25 per 100 
Ib. over proof coil prices; 5/16 and larger, $1 advance. B.B. 
B. quality, 3/16 and %-in., $1.75 advance over proof coil, 
and 5/16-in. and larger, $1.50 advance, All these prices are 
f.o.b. Pittsburgh. 


WRENCHES.—Local hardware jobbers have been ad- 
vised by nearly all makers of wrenches of an advance 
in prices of 10 to 15 per cent, and makers report they 
are behind in orders, due to scarcity of labor and mate- 
rials. 


WirE NAILs.—While the nominal price of wire nails 
remains at $3 base per keg, the actual price is $3.25 
or higher. Mills report that where they can promise 
fairly early shipments they have no trouble whatever 
in getting $3.25 base for wire nails and for all they 
can spare. The car shortage is still very bad; mills are 
unable to make shipments promptly and are getting 
further back in deliveries. An advance of $3 to $5 per 
ton, or 15c. to 25c. per keg on wire nails, is looked for 
on or before Jan. 1. The export demand is very heavy, 
but not much export business is being taken by local 
mills, as they are filled up for two or three months 
ahead with domestic orders. 


Effective from Monday, Nov. 27, we quote wire nails in 
large lots to jobbers at $3 base; in carload Icts te retailers, 
$3.05 to $3.10 base; less than carload lots, $3.25 to $3.35; 
alvanized nails, 1 in. and larger, $2 extra, shorter than 1 in., 

2.50 extra. 

‘ $HEETS.—Prices on practically all grades of sheets 
are up from $3 to $5 a ton and jobbers report they are 
having much trouble in getting deliveries from the 
mills. Their stocks are lower now than at any time in 
more than a year, and on some of the more common 
gages they are not able to fill orders from the trade 
promptly. The sheet mills report they are filled up for 
first quarter and some have sold large quantities of 
sheets for delivery in second quarter. 

We now uote blue annealed sheets, No. 3 to 8 gage, at 
$4.10 to $4.25; Bessemer en he sheets, No. 28 gage, $6 to 
$6.50; Bessemer black N gage, Fr first half of 
1917 delivery, $4.25 to $4.50 all per f06 1 o.b. Pittsburgh. 
The above rn ag are for sheets made ee ‘Bessemer steel, 
while on sheets made from open-hearth steel, some mills 
quote an advance of $2 per ton. 

Cut Naits.—Mills report the new demand for cut 
nails heavy, especially from the South, where they are 
used very largely and to some extent in preference to 
wire nails. Mills that can ship out cut nails promptly 
are able to get 10 to 15c. per keg premiums over reg- 
ular prices. 

Effective from Monday, Nov. 27, we quote cut nails at 
$3.05 to $3.10 in carloads and prget lots to jobbers ; carloads 
to retailers are $3.10 to $3.15, f.0.b. Pittsburgh, terms 60 days 


net, or , oe cent off for cash in 10 days, freight added to 
point of delivery. 


Bars WirE.—Mills continue to report the demand 
very heavy and say they are back in deliveries six to 
eight weeks or longer. 


The present high prices of 
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barb wire do not seem to have curtailed demand to any 
extent, except among the farmers. An advance in 
prices on barb wire is looked for on or before Jan. 1. 


Effective from Monday, Nov. 27, we quote bright basic wire 
in carloads and larger lots to i bers at $3.05 per 100 Ib.; 
annealed fence wire, 6 to 9, $2.95; galvanized wire, $3.65; 
galvanized barb wire and fence staples, $3.85; painted barb 
wire, $3.15; polished fence staples, $3.05; cement-coated 
nails, $2.90 base, these prices all being subject to the usual 
advances to the smaller trade, and are all f.o.b., Pittsburgh, 
freight added to point of delivery, terms 60 days net, less 2 
per cent off for cash in 10 days. 


NuTs AND BoL_ts.—Makers report the new demand as 
being very heavy, but on account of shortage of labor 
and slow deliveries of steel by the mills, they are not 
able to operate to full capacity. The shortage in cars 
is also interfering with shipments to considerable ex- 
tent. Discounts are as follows, delivered in lots of 300 
lb. or more where the actual freight rate does not ex- 
ceed 20c. per 100 lb., with terms 30 days net or 1 per 
cent for cash in 10 days: 


Office of HARDWARE AGE, 
MINNEAPOLIS, MINN., Dec. 11, 1916. 


HE weather still is too mild and beautiful for real 

winter buying. A few days of real snappy, cold 
weather followed by a young Minnesota blizzard would 
start winter business with a rush. With no snow in 
sight, people seem not to realize the approach of Christ- 
mas, although everywhere is the warning of the dimin- 
ishing number of days for shopping. The past week 
has shown very little speeding up of shopping, and 
colder weather will bring everyone out with a rush, for 
the completion of their Christmas buying. 


Wholesalers report a very good volume of business 
with an increase over last year’s sales. There is some 
complaint about the inability to get goods from fac- 
tories, and the general opinion seems to indicate the 
belief that this condition will be much worse next year. 
Orders are being placed, where’ possible, for stocks in 
anticipation of needs even as far ahead as the latter 
part of 1917. Retailers are not, however, buying in a 
speculative way, their stocks, capital and views of the 
future, not justifying such a course. Everyone is be- 
coming more conservative, looking ahead to the time 
when the downward adjustment of prices is sure to 
occur. 


A tour of the stores shows very complete stocks and 
good selections, considering general conditions, the ex- 
ceptions, of course, being in the imported toys and 
skates. The complaint on the latter item is general. 
Orders of long standing are only partially filled at best, 
and retailers are using their best efforts to locate any- 
thing in their chosen brand. 


The past week has developed no startling changes in 
market prices, and with no prospect of an early decline. 
The car shortage hampers the moving of crops and 
merchandise, although this condition is not so severe 
here as it is in the East Wire products are showing 
a tendency to advance further, and the mills report 
their inability to clean up old orders promptly and 
orders are booked for some time ahead into next year. 
A serious shortage of barb and fence wire is predicted 
for next season, with price climbing. Tin plate is not 
being quoted since withdrawal of prices, and it is re- 
ported that large sales have been made for the last half 
of next year. 

The coal situation has been serious and soft coal has 
mounted almost to the price of anthracite. Large users 
who contracted last summer for their season’s supply 
are congratulating themselves, and the coal dealers are 
losing money completing the contracts. Some of the 
smaller towns in this territory are reported as being 
seriously near a coal famine. 


STANDARD WIRE NAlLs—Deliveries are reported as 
uncertain with prices strong and with an upward ten- 
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Carriage bolts, small, rolled thread, 50 per cent; small, cut 
thread, 40 and 7% per cent; large, 35 per cent, 


Machine bolts, h. p. nuts, small, rolled thread, 50 and 5 
per = small, cut thread, 40, 10 and 5 per cent; large, 40 
per cent. 


Machine bolts, c. p. c. and t. nuts, small, 40 and 5 per 
cent; large, 30 and 5 per cent. Bolt ends, h. p. nuts, 40 per 
cent; with c. p. nuts, 30 and 5 per cent. Lag screws (cone or 
gimlet point), 50 per cent. 

Nuts. h. p. sq. and hex., blank, $2.60 off list, and tapped, 
$2.40 off; nuts, c. p. c. and t. sq., blank, $2.20 off, and tapped, 
$2 off; hex., blank, $2.50 off, and tapped, $2.25 off. Semi- 
finished hex. nuts, 60 per cent. Finished and case-hardened 
nuts, 60 per cent. 


Rivets, 7/16 in, in diameter and smaller, 45 and 10 per 
cent. 

WirE CLoTH.—Local jobbers have been advised by 
leading makers of wire cloth of an advance of $5 per 
ton. Some makers are not willing to take large con- 
tracts for delivery in first quarter and first half of next 
year, as there is so much uncertainty about what their 
costs will be. Jobbers and retailers say their stocks of 
wire cloth left over from the season’s trade this year 
were much lighter than usual. 


LIS 


dency. The demand of contractor trade has diminished 
with the approach of the end of the year, though larger 
building operations have not ceased. A shortage of 
coated nails threatens on some of the more popular sizes 
with deliveries slow and several weeks in arrears at 
best. 

We quote from local jobbers’ stocks in small lots, stan- 
dard wire nails at $3.60 per keg base and on coated nails 
$3.50 per keg base. 





BARB WIRE AND STAPLES—These items follow closely 
in the class of nails with increased demand and de- 
creased supply. Smooth wire is not less in demand and 
prices on both are apt to advance without warning. 


We quote from local jobbing stocks $3.11 per 80-rod 
spool on galvanized Glidden cattle wire and $2:99 per 
80-rod spool on black painted Glidden cattle wire. Hog’ 
wire galvanized $3.68 per 80-rod spool and black painted 
$3.54 per 80-rod spool. Polished fence staples at $3.75 
per 100 lb., and galvanized at $4.45 per 100 lb. Black 
annealed No. 9 at $3.55 per 100 lb. Galvanized No. 9 
at $4.55 per 100 lb. 


Wire CLoTH.—The reports of a short supply for 1917 
have caused many to cover their needs at least partially. 
Prices are strong and mills are said to be refusing 
orders from new sources. 


We quote from local jobbing stocks 12-mesh black painted 
wire cloth at $1.85 per 100 sq. ft. and galvanized 12-mesh at 
$2.35 per 100 sq. ft. 


REGISTERS.—The advance noted last week has been 
accepted and adjustments made by dealers, in their 
prices. 


We quote from local jobbers’ stocks a discount of 50-15 per 
cent. 


Rore.—No relief from the shortage of materials ig in 
sight and transportation nas advancea. No turtner ad- 
vances have been made over last week’s quotations. 

We quote from local jobbers’ stocks, manila rope, best 


grades, 20%c. per Ib. base, sisal at 15%4c. per lb. base, cotton 
at 22c. per Ib. base on standard grades, 


LINSEED O1L.—No change in this commodity is noted 
for the past week. Further advances will not come un- 
expected, as persistent reports of seed shortage paves 
the way for this move. 


We quote the local jobbing price as 99c. per gal. on boiled 
and 98c. per gal. on raw, in barrel lots. 


Tacks.—The scarcity of tack plate and the offers for 
it which render the making of it into the finished prod- 
uct unprofitable, have forced another advance. Orders 
are being filled very slowly by the factories. 

We quote from local jobbers’ stocks on tacks new list, 
at list price. 
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Hardware Age 


CINCINNATI 


Offiee of HARDWARE AGE, 
Cincinnati, Dec. 13, 1916 

THE rapid advance in prices that seems to show no 

signs of a let-up is one of the most important topics 
that has been discussed at all recent gatherings of 
hardware merchants. The subject was alluded to by 
Roy F. Soule, editor of HARDWARE AGE, at a special 
meeting of the Cincinnati Hardware Guild held on the 
evening of Dec. 7 at the Cincinnati Business Men’s 
Club. The main parts of his address have been com- 
mented on freely by the retail merchants since then, 
all of whom agree with his statement that the end is 
not yet in sight and also that it is a most important 
matter for the retail merchants to keep in close touch 
with the market and adjust retail prices to conform 
with present costs. 

Reports from both retail and wholesale hardware 
houses indicate that the volume of business for the year 
now nearing its close will be larger than in the history 
of any individual local firm. In many cases, however, 
the percentage of profits will not average as high as 
in some of the lean years, for the simple reason that a 
few merchants have not kept pace with advancing 
costs and as a consequence had to restock with many 
articles, paying more for them in a number of in- 
stances than the price at which they were sold the 
week before. 

Just now not a day passes but what the jobber and 


Chicago Dealers Stage Ladies’ 
Night 


6p ADIES’ NIGHT” to the Chicago hardware 

dealer brings up visions of good things to eat 
and drink, of musie and dancing and of an evening 
spent with the women members of his own and his 
friends and competitors’ families. Business rivalry 
gives way to social gaiety and personal friendship. 

This year the big night was scheduled for Wednes- 
day, Dec. 6, and the scene of the festivities was the 
spacious club rooms of the Chicago Hardware Club, 
on Dearborn Street. Mere man was relegated to the 
background and the fair sex received merited recog- 
nition as an asset in the hardware game. 

The banquet room was tastefully decorated for the 
occasion and the menu was just another sample of 
the meals that have given the Hardware Club of 
Chicago its enviable reputation as sponsor for good 
things of the culinary line. 

There were red carnations for the men and white 
ones for the ladies. There was music and entertain- 
ment for all. There was even candy to sweeten the 
dispositions of those whose “Better Halves” were 
delegated to dine with better looking dealers from 
other parts of the city. 

The entertainment committee, consisting of Chair- 
man Ed Meier, J. S. Koehler, Gustav Englehardt 
and Fred Ruhling had left nothing to chance. 
Everything was in readiness when “Si” Koehler, 
official announcer and master of ceremonies, gave 
the signal for the festivities to begin. Each diner 
was equipped with a book of favorite song hits and 
a carnival hat that might or might not add to his 
general attractiveness. Much merriment was 


aroused by the spectacle of staid and sober hard- 
ware dealers in green poke bonnets and stately asso- 
ciation officers in tall red dunce caps. The program 
started with the first course and never lagged until 
the last guest left for his home. They sang the 


retailer receive advances on different goods. Late ad- 
vances include waste, which has gone up %c. a pound 
in the past few days; belt hooks, garnet and sand- 
paper and emery cloth were marked up by manufac- 
turers nearly 20 per cent. 

The holiday trade is excellent, and the general line 
of hardware is also keeping pace with it, which is said 
to be a somewhat phenomenal experience with retail- 
ers just before the beginning of the new year. 

The builders’ hardware business is very good for this 
season of the year, and the factory and mill supply 
houses are now more concerned in being able to get 
shipments from factories on old orders than they are 
in booking new business. 

RooFING.—The scarcity of woolen rags has brought 
out many late advances in composition roofing, and we 
quote standard rubber roofing as follows: 

One-play, $1.30; two-ply, $1.55; three-ply, $1.80; medium 
grade, one-ply, $1. 05 ; two-ply, $1.30; ; three-ply, $1. 55 per roll 
of 100 sq. ft. The’ cheaper any a one-ply, $1; age uy, 
$1.20; three-ply, $1.25. Tarred ready roofing, two-p ly 
three-ply, $1.20.’ Tarred felts, $2.80 per 100 ib. pists ctond 
sheathing, $2.50 per 100 Ib. 

We quote jobbers’ prices on machine bolts on the smaller 
sizes, 50 and 10 per cent off list. The larger sizes, 40 and 
10 per cent off; carriage bolts, smaller sizes, 50 and 5 per 


cent off; larger and longer sizes, 35 per cent off. Stove 
bolts, 65 and 10 per cent off; rivets, 45 per cent off. 


No. 28 galvanized sheets are quoted by ee nearby mills at 
Te. ee or Newport, Ky., and No. 28 black sheets 5c. 
a ib. No. 10 blue annealed sheets have » a advanced by 
the jobbers to 4.40c. 


song of “Mary and the Oysters,” of “School Days” 
and “The Gang’s All Here.” A Hebrew impersona- 
tor told of the Yiddish wedding and a dainty miss 
with curls sang of Dixie Land and flirted with 
genial Martin Englehardt. 

Then came the customary after-dinner speeches. 
C. H. Robinson of Springfield, vice-president of the 
Illinois Retail Hardware Association, and H. S. 
Daniels, a member of the board of directors, were 
present as guests. They voiced their approval of 
the social features and issued a general invitation 
to the dealers to attend the annual Hardware Con- 
vention at Springfield in February. A. George Pe- 
derson of the American Artisan, Henry Stuckhart, 
County Treasurer, and L. S. Soule of HARDWARE AGE 
were followed by Mrs. G. G. Englehardt, who ex- 
pressed the appreciation of the ladies for the ban- 
quet and entertainment. Those who imagine that 
the fair sex are not qualified as after dinner speak- 
ers should have listened to Mrs. Englehardt’s de- 
lightful little talk. 

When the jolly diners had reached the capacity 
limit the tables and chairs were removed, the orches- 
tra struck up the “Music Box Rag” and hardware 
conversation gave way to the one-step and the waltz. 
The dancing was continued until morning hours and 
the last cars on the elevated took homeward a crowd 
of happy hardware enthusiasts—tired but more than 
willing to repeat the good times of the night. 

The committee announces that “Ladies’ Night” is 
only one of a series of get-together meetings, 
planned for the Chicago hardware dealers during 
the coming year. 


IN THE ANNUAL REPORT of the Director of the Census, 
just issued, preliminary figures from the manufac- 
tures’ census show, among other things, that during 
the calendar year 1914 the manufacturing industries 
of the U. S. A. turned out products valued at over $24,- 
000,000,000, giving employment to over 8,000,000 per- 
sons, to whom was paid approximately $5,367,000 in 
salaries and wages. 
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[! is poor economy to install a heating de- 
vice in a garage unless the building is 


weather-proof. 


Sliding doors do not close tightly. There are always 
cracks at the top or sides through which the wind 
can blow and the snow sift in. 


For Weather-tight Garage Doors 


Use Stanley Garage Hinges 
and Bolts 


ARAGE Doors hung 


on ball-bearing Stanley 
Garage Hinges do not warp, 
sag or bind. They swing 
easily, requiring no exertion 
to open or close. Stanley 
Garage Latches and Bolts 


The Stanley Garage Door 
Holder 1774 removes the only pos- 
sible cbjection to swinging doors: 
it prevents them from slamming. 
When a door equipped with the 
Stanley Holder is thrown open it 
catches automatically and remains 
firmly locked in position until a 
pull at the chain releases it and 


No. 1774 

















secure them snugly shut. permits it to close. 
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Better satisfaction to garage builders, better profits to 
you, that’s what you can depend upon in selling 
Stanley Garage Hardware. 


Write today for Catalog W123 and information con- 
cerning valuable Sales Helps. 
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New York, 100 Lafayette St. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


New “ Neseo”’ Products 


The National Enameling & Stamp- 
ing Company, Baltimore, Md., has re- 
cently added to its extensive line of 
products the “Esther” wing. pie plate. 

With this pie plate the bottom crust 
of the pie is baked first. It is moulded 
and baked between two perforated 
plates. One plate has loop handles 
ahd tke other has a bar and handle 
across it, bent upward and down, with 
the ends fixed so that they will spring 
into the loops of the other handles. 
This holds the two plates together, 
holds the crust in perfect shape and 
keeps it in that position while being 
baked. 

The bar is so shaped that when the 
pie is baked on the bottom of the 
oven the pans are turned upside down 
and rested on the feet of the bar, so 
that the pan itself is above the bot- 
tom of the oven, allowing the hot air 
to circulate around the pie. 

When this bottom crust is cooked 
the filling_is then_put in and the pie 
is baked in the usual manner. It is 
said that this method prevents the 
under crust from becoming greasy or 
soggy. 

Another new product of this com- 
pany is the new “Perfection” grater. 
The particular feature of this is a 
strong, large wood handle between the 
side supports. Plenty of space is pro- 
vided for the grasping of the handle 
so that it can be held easily and com- 
fortably. 

Another addition is a seamless sink 
strainer with rounded corners. It is 
attractive in appearance and well per- 
forated. There are no corners in 
which dirt and grease can lodge. This 
sink strainer can, be had in three fin- 
ishes, “Royal” granite enameled ware, 
“Venetian” blue and white enamel 
steel ware, and in “Whitestone” ware. 


Utensil Protector 


J. Arthur Aulenbach, Box 653, 
Schuylkill Haven, Pa., has recently 
placed on the market a disk-like pro- 








The 1917 Model ‘“Aero-Sled” 


tector for use in cooking utensils. It 
is said that when this protector is 
placed in position in the bottom of a 
cooking utensil of any kind the food 

















The Aulenbach utensil protector 


being cooked in it will not burn or 
stick to the bottom. It is made in 
enamelware and bright metal to fit 
practically all utensils from 3 to 10 qt. 


«¢ Aero-Sled ” 


The Aerothrust Engine Company, 
La Porte, Ind., has recently an- 
nounced to the trade a new “Aero- 
Sled,” which is designed for use with 
either a 3-hp. or 5-hp. Aerothrust 
motor. It is made of well-seasoned 
lumber, has high-grade imitation 
leather-covered bucket seats, automo- 
bile steering column and controlling 
devices. The 3-hp. outfit is recom- 
mended for use on lakes and rivers 

















New Nesco products. 


At the left, the improved “Perfection” grater; right, seamless 


sink strainer and the “Esther” wing pie plate 
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only. Where the sled is desired for 
use on frozen roads and hard-packed 
snow the 5-hp. outfit should be used. 

The “Aero-Sled” is finished in high- 
grade enamel. It is carried in stock in 
gray. For $5 extra it can be finished 
in red, green, or blue. The “Aero- 
Sled” without motor lists for $75. 
Complete with 3-hp. motor the list 
price is $150, and with a 5-hp. motor 
$200. 


Lawn Mower Catalog 


The Philadelphia Lawn Mower 
Company, Thirty-first and Chestnut 
Streets, Philadelphia, Pa., has _ re- 
cently issued a new catalog of Phila- 
délphia lawn mowers. A short his- 
tory of the Philadelphia lawn mower 
is given. Then the catalog takes up 
the various styles and the exclusive 
features of each. In addition to a 
number of styles of hand mowers, sev- 
eral horse machines are also shown, as 
well as a two-man or pony mower, and 
one propelled by a gasoline motor. 
Two types of roller mowers, a grass 
collector and a horse lawn sweeper, 
are also illustrated and described. In 
the back of the book several pages are 
devoted to instructions for sharpening 
Philadelphia lawn mowers, and to 
weights and méasurements, etc. 


“Big Bass Bulletin” 


The Enterprise Mfg. Company, 
Akron, Ohio, has recently perfected a 
plan by means of which it will supply 
the dealers in fishing tackle through- 
out the United States and foreign 
countries a number of attractive ad- 
vertising road signs. 

These signs are made of metal and 
are enameled in orange, blue, green, 
and white, with the dealer’s name and 
address in black. The entire surface 
is covered with a special waterproof 
varnish that will resist the action of 
the elements. Each sign measures 
20 x 28 in. Arrangements have been 
made whereby these signs can be fur- 
nished to dealers at very small cost. 
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If They’re Building a Church in Town 


If there’s an assembly hall, theater, school, or a church in 
course of construction—go to it! [Every architect and builder 
should know all about the advantages of sliding partitions in such 


buildings. 
Richards-Wilcox Door Hangers 
According to the requirements, hangers and track to suit can be found 


in the R-W Line. Our engineering and special departments are always at 
your service to help you sell the equipment to use. 


For 


Don’t hesitate—write any time. 
Church, School 
Theatre, Clubs 


h 
aras-wiico 
Assembly Halls St. Louis, Minneapolis, 


Y. M. C. A. wae) MANUFACTURING Co. (eu Los Angeles, 


and the Home er AURORAILL.U.S.A. Tey San Francisco 


Branches: 
New York, Chicago 
Boston, Philadelphia, 
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Nu-Lid Pot 


The Nu-Lid Pot Mfg. Company, 
Inc., 76 Franklin Street, New York 
City, has recently brought out a 
saucepan with which one can drain 
the water from potatoes or other vege- 
tables without the danger of scalding 
the fingers or spilling the vegetables. 

The saucepan is made of aluminum. 
It has a strong handle and a specially 
constructed cover. It is said to serve 
equally well as a self-basting roaster 
or as a colander. The two most im- 
portant features to which the com- 
pany calls special attention are the 
nickel-plated cover and the latch 
which is mounted on the handle and 
which locks the cover to the vessel or 
releases it when a little lever is 
pressed. 

The cover itself is made of two re- 
volving layers which are operated by 
a wooden knob in the center. The 
bottom layer has three apertures, two 
of which are covered with screens 
of varying coarseness. The coarse 
strainer is used for straining small 
vegetables, the fine strainer for soup 
and rice, and the unscreened opening 
for use of large vegetables and as a 
means of access to the contents with- 
out the necessity of removing the 
cover. 

The Nu-Lid pot is made in three 
sizes, 3, 4 and 6 qt., retailing at $2, 
$2.50, and $3.25 each, respectively. 


Catalog of Tool Rolls 


The Troy Carriage Sunshade Com- 
pany, Troy, Ohio, has recently issued 
a handsome new catalog of tool rolls. 
The catalog itself is made in a double 
fold to resemble one of these rolls. It 
is very attractively printed in two 
colors and is unusual in style and 
make-up. Illustrated and described 
are tool rolls for wrenches, auger bits, 
chisels, automobile tools, etc. These 
rolls are made of brown duck, fur- 
nished in 6-, 8-, 10-, and 12-o0z. grades; 
in dead-grass color in 6- and 8-oz. 
grades. This company also makes 
special canvas containers to order, as 
well as those from black-enameled 
drill, black-enameled duck, or other 
special materials. 


New Stanley Butt 


The Stanley Works, New Britain, 
Conn., have recently placed on the 
market a new wrought-steel raised 
panel half-surface butt. 

The raised panel of this butt, which 
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The left half of the cut illustrates the construction of the cover of the Nu-Lid pot. 
Its use is shown at the right 


is known as No. 162, matches the 
popular Colonial patterns in lock sets 
and escutcheons. It is strong, simple, 
and dignified, and is in pleasing har- 
mony with the best of modern taste in 
architecture and builders’ hardware. 

















A new Stanley half-surface butt 


It is said that the lights and shadows 
on the surface of the panel give it 
the appearance of being finished in 
two different shades or tones. With 
such a butt the door can be hung easily 
and quickly. The under tip is slotted 
so that the pin may be reversed 
quickly. 

The No. 162 is stocked in all the 
standard Stanley finishes and in the 
three best selling butt sizes, 3, 3%, 
and 4 in. It is packed with oval-head 
screws for the surface leaf. ,One pair 
is packed in a box and 100 pairs in a 
case. 




















At the left, “Slippery Slim”; 


center, “Motorcycle Mike,” 


on a bicycle 


and at the right, “Uncle Sam” 


Refrigerator Catalog 


The Maine Mfg. Company, Nashua, 
N. H., has recently issued a new cata- 
log of “White Mountain” refrigera- 
tors. It is a very handsome catalog, 
printed on fine-quality plate paper, 
and illustrated with beautiful halftone 


engravings. 

The catalog is divided into four sec- 
tions, “White Mountain Grand,” 
“Stone White,” “White Mountain 
Hardwood,” and “White Mountain 
Pine.” These various grades of 


“White Mountain” refrigerators have 
provisicn chambers of solid stone from 
the quarry, one-piece seamless porce- 
lain, plain metal or metal in a special 
baked, white finish. 


Lawn Mower Car Cards 


The Pennsylvania Lawn Mower 
Works, 1615 North Twenty-third 
Street, Philadelphia, Pa., have re- 


cently designed a set of street car 
ads for the use of dealers who carry 
Pennsylvania lawn mowers. Each 
of these shows an attractive scene in 
which the company’s lawn mower 
plays a prominent part, and gives one 
or two selling points for this line. 
The cards are attractively printed in 
color and a space has been left in 
which the dealer’s name can_ be 
printed. The cards can be used in 
window displays or store interiors 
as well as in street cars. 


Bicycle Toys 


The American Flyer Mfg. Com- 
pany, 2219 South Halsted Street, Chi- 
cago, Ill., has recently announced to 
the trade new toys known as “Motor- 
cycle Mike,” “Slippery Slim” and one 
that is a representation of “Uncle 
Sam” on a bicycle. 

These toys are so constructed that 
they can be made to operate on a 
strong cord about 12 ft. in length, 
which is fastened to some stationary 
object. The bicycle is placed on it 
with the weight hanging down. The 
other end of the cord is held in the 
hand and is raised or lowered accord- 
ing to the speed desired. 

These new toys are made of metal 
enameled in blue, red, green, yellow, 
orange, and black. The height from 
the string is 7 in. The weight hangs 
from the wire below the string to 
balance the tov. The length is 8% in. 
The price to dealers is $2 per doz. 
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=) <€@That Old Trade Mark Stands for 

% ie “Satisfaction in Hardware” 
FROUTN 

Famous “Ten-Ten” 


Watershed Track 
and Hanger 







No. ** Ten-Ten" No. ‘*Ten-Twelve”’ Ad- 
Adjustable In justable, In and Out 
and Out Up and Down 


ANOTHER INSTANCE OF A-P SUPREMACY 





The “Ten-Ten” door track is bird, ice, snow, dirt, rust, 
rain and weight proof. It is simple in design and strong, The Gigantic Press used for making 
being made from one steel blank without rivets or welds. Sunes Say eae 
Because of the cylindrical wheel tread and watershed Since our first monthly shipment of 55,000 feet of 
extension, the tandem-type hangers operate with least No. “Ten-Ten” track, each month has witnessed an 
- , increase until we have been obliged to increase our 


possible friction. Noservice too hard. No door too large capacity to an annual output of over four million feet. 
We now operate one of the largest power presses in 


or too heavy. The only perfect watershed providing the the world.” This wonderful press, especially constructed 
swingout feature by the frictionless tilting of the hanger under the supervision of our engineers, is built of the 


; highest grade steel and can produce 1500 feet per hour 
wheels on the rounded tread of the track. Allows 4% It is one of the huge presses behind the “Ten-Ten” 


P ° I k hs 2% Ib. 00 Comps 
feet swingout on a g foot opening. —— <ghenimenemap 


with others 


ana). 


MAIN Smee AND FACTORY 


LLE , ILLINOIS U.S.A. 
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“«Adeo” Bum pers 


The Auto Device Mfg. Company, 62 
Mason Street, Milwaukee, Wis., is 
manufacturing the “Adco” automobile 

















The “Adco” shock absorber display stand 


bumper which is equipped with a 
smooth one-piece bracket of graceful 
design. The curves of the brackets, 
the company states, have been so care- 
fully planned and constructed that the 
“Adco” will fit practically 90 per cent 
of the cars in use. The bracket will 
hold the bumper in a horizontal posi- 
tion without the use of wedges, shims 
or ratchet adjustments of any kind. 
All moving parts of “Adco” bump- 
ers are carefully machined. These 
parts are closely fitted yet will work 
freely and will not rattle. The com- 
pression spring used in the “Adco” 
bumper is exceptionally large. This 


is also true of the movement of the 
plunger rod which has an action of 
1% in. 

“Adco” channel, half-diamond and 
angle bumpers are made from hard, 
cold-rolled steel, highly polished and 
copper-plated before they are nickeled. 








The “Adco” bumper with a 2-in. chan- 
nel bar lists at $7 for nickel finish and 
$6.50 for black; 1%-in. round bar, 
$8.50 for either finish; 1%-in. dia- 
mond bar, $9 for either finish; 2-in. 
angle bar, $6 for nickel and $5 for 
black, and 2-in. semi-diamond bar, $6 
for the nickel finish and $5 for black. 
Round and diamond bar bumpers 
when finished in black are supplied 
with nickel-plated end caps and nickel- 
plated bar bracelets. 

The company has devised an attrac- 
tive display stand as shown in the ac- 
companying illustration. 


Flexible Carbon Scraper 


The Flexible Carbon Scraper Com- 
pany, 20114% South Vermont Avenue, 
Los Angeles, Cal., has recently placed 
on the market a flexible carbon 
scraper which is said to remove car- 
bon from gas engine cylinders with- 
out dismantling the engine. 

This flexible carbon scraper is 
manufactured from oil-tempered 
spring wire. This feature permits 
the user to insert the scraper in the 
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i set of flexible carbon scrapers 


most remote portion of the combus- 
tion chamber of any motor. A set 
consists of three scrapers of different 
shapes, one being provided with 
double scraping ends. Because of the 
flexibility and shape of the tools, it 
is claimed that even an inexperienced 
person can thoroughly remove the 
carbon from any motor. 

The retail price of a set of flexible 
carbon scrapers is $1.50. 
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Improved Grus Oilers 


The Grus Leaf Spring Oiler Com- 
pany, 1536 South Michigan Avenue, 
Detroit, Mich., has recently announced 




















The improved Grus leaf-spring oilers 


to the trade the improved Grus leaf- 
spring oilers, made of cold-rolled 
steel. According to the manufacturer 
this not only makes them stronger and 
lighter than formerly but of better 
appearance. 

These oilers are made in two styles. 
“Style A” sells at 55 to 70c. for each 
unit and “Style B” at 85c. to $1 for 
each unit. In using “Style A” the 
cups are filled daily for 10 days and 
then once a week; when. using “Style 
B” the cups are filled every third day 
for 10 days, then once a month. 


Republic “Dispatch” 
Truck 


The Republic Motor Truck Com- 
pany, Inc., Alma, Mich., has recently 
announced to the trade the Republic 
“Dispatch” %-ton truck. 
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—be sure you get 


Mc QUAY-NORRISZSY/ 
td ) 
yp. 
PISTON RINGS 


Invented and made exclusively by the McQuay- 
Norris Manufacturing Co. of St. Louis. The 
\xanfRoor design can not be copied—\sax'Rooe service 
can not be duplicated—\saxtRoor durability can not 
be equalled by any other make of piston ring. 


Send tor FREE Booklet—**To Have and to 
Hold Power’’—the standard handbook on 
gas engine compression. It tells what 
McQuay-Norris \ganfRoor efficiency means, 
Write Dept. X. 


Manufactured by 
McQUAY-NORRIS MFG CO., St. Louis, U. S. A. 


** Ask the User”’ BRANCH OFFICES: 


New York Chicago Philacelphia 

Pittsburgh San Francisco Los Angeles 

Cincinnati Seattle Kansas City 

St. Paul Atlanta Denver 
Dallas 


Canadian Factory: W. H. Banfield & Sons, Ltd., 372 Pape Avenue, Toronto 
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This truck is equipped with a motor 
of special design and of very simple 
construction. It has a special gov- 
ernor that contains only one moving 
part. The company states that a 
great saving in cost has been made by 
reducing the number of parts and at 
the same time the dimensions have 
been increased, as well as the quality 
of the workmanship and materials in 
the more important moving parts, 
such as the crankshaft, connecting 
rod, etc. The crankshaft is 2% in. in 
diameter. 

This truck is equipped with a new 
lubricating system. The oil is con- 
stantly circulated throughout the mo- 
tor and the entire valve mechanism 
is kept submerged and working in oil. 
The overflow from the valve actuating 
chamber passes through a large glass 
tube mounted on the front casting and 
protects it from damage, so that the 
oil circulation can be seen instantly 
upon raising the hood. This overflow 
pours down in a large stream over the 
timing gears, lubricating and quieting 
their action. The pump mechanism 
is entirely submerged in the main oil 
pan at the bottom of the motor and 
according to the company can never 
fail from lack of priming. 

The suspension of the motor is of 
the three-point type and entirely by 
means of steel suspension members so 
designed as to give a slight flexibility 
in the fore and aft direction but great 
rigidity vertically. This is said to 
prevent damage to the motor. It is 
claimed that great fuel economy is ob- 
tained by means of a peculiar arrange- 
ment of the intake manifold. 

The Republic “Dispatch” truck with 
express body, canopy twp, side cur- 
tains, glass front, electric lights, horn, 
generator and battery is priced at 
$750. The same truck with a hand- 
somely enameled, solid-panel body is 
$775. 


“Thermo” Electric Gas 


Primer 
The New York Coil Company, 338 
Pearl Street, New York City, has re- 
cently added to its line of automobile 
accessories the “Thermo” electric gas 
primer, an attachment which is 
screwed into the inlet manifold and 
which is said to deliver heated gaso- 
line vapor and boiling-hot liquid 
gasoline to all the cylinders. 
The maker claims that it will cause 
a cold engine to start on the first few 
revolutions of the motor, and conse- 
quently conserve to a great extent the 
energy of the starting battery, which 
is very frequently severely drained 
because of the extreme difficulty of 
starting in cold weather. 
The instrument consists of a brass 
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The Republic “Dispatch” %-ton truck 


chamber over which is wound a heat- 
ing unit that is connected through a 
switch to the nearest battery wire. 
A slight turn of the rod which passes 
through the instrument board and 
terminates in a handle makes an elec- 
trical connection. This heats the 
brass chamber to a temperature of 
from 300 to 500 deg. in about 1 min. 
By turning the rod a little further a 
needle valve is opened, at which time 

















The “Thermo” electric primer. The small 
cut at the left ilustrates the method of 
attaching the handle to the dash 


the starter pedal is depressed. The 
vacuum in the manifold draws the 
gasoline through a pipe connection 
which is attached to the bottom of 
the vacuum tank, through the pet 
cock underneath the carburetor, or 
from the gasoline directly to the in- 
terior of the heated chamber, where 
it is converted into explosive vapor. 
The needle valve is left in this posi- 
tion for several minutes, allowing the 
engine to receive an extra rich mix- 
ture of heated gasoline. 

The retail price of the “Thermo” 
electric gas primer is $5. 











The Fyr-Fyter extinguisher 











Fyr-Fyter 


The Fyr-Fyter Company, 32 South 
Jefferson Street, Dayton, Ohio, has 
recently placed on the market a new 
fire extinguisher known as the Fyr- 
Fyter. It consists of a strongly built 
cylindrical brass reservoir, inside of 
which is mounted a _ high-efficiency, 
hand-operated air pump and a sensi- 
tized gravity valve and pick-up mech- 
anism that insures the discharge of 
the liquid contents in a solid stream 
free from air in whatever position the 
extinguisher may be held. The pump 
capacity is much greater than the 
liquid discharge. Because of this, not 
only is a powerful stream quickly 
brought into action, but continuous 
pumping is said to be unnecessary. It 
is said that this last feature, together 
with the easy pumping made possible 
by the lubricated piston, enables the 
user to direct the stream with great 
accuracy. 

The pump handle can be unlocked 
by a quarter turn in either direction. 
The extinguishers are filled with Fyr- 
Fyter fluid, a specially prepared liquid, 
to which have been added non-injuri- 
ous chemicals to preserve the liquid 
and depress the freezing point. It is 
said that this liquid will not deterio- 
rate with age, nor injure the most 
delicate fabrics, metals, or finishes. 
It is an absolute non-conductor of 
electricity. For this reason it is pecu- 
liarly adapted for extinguishing elec- 
trical short-circuits or other fires 
around electrical machinery. It can 
be used for extinguishing oil and gaso- 
line fires, because in the presence of 
heat it is converted into a heavy gas 
which blankets the fire. 

Each extinguisher is provided with 
a strong, japanned steel bracket, by 
means of which the extinguisher may 
be held rigidly in any position. It 
ean be readily withdrawn, as the 
handle of the extinguisher is so ex- 
posed as to permit grasping it without 
interference. 


The Automatic Electric Washer 
Company, Newton, Iowa, is erecting @ 
four-story addition to its factory 
which will contain about 200 per cent 
more floor space than the company 
occupies at the present time. 














December 16, 











1916 





HARDWARE AGE 


ue von E RS | 
Mi roms ui i i 
ire ron ma figs Al 


Naat Mh i AlN 


‘ . 


u 


zn apy 


bee i FH 
nee il 


SiS — INDY, 
alle 
Fel lle Hh 


if ulin tt 


Dea 











94 


Branford Carburetor 


The Holt Welles Company, Inc., 
1790 Broadway, New York City, is 

















The Branford carburetor 


sole selling agent for the Branford 
carburetor, manufactured by the Mal- 
leable Iron Fittings Company, Bran- 
ford, Conn. 

The Branford carburetor is de- 
signed for use on the Ford car. Ac- 
cording to the makers it is extremely 
strong and simple, and in spite of its 
delicate mechanism cannot easily get 
out of order or cause trouble. There 
is only one moving part and one ad- 
justment. When this is made, by 
merely turning a screw, the company 
claims that the carburetor need not be 
touched regardless of weather condi- 
tions. It is automatic in operation. 

The body of the carburetor and the 
dome are light castings while the two 
bowls are of pressed metal, combining 
great strength with exceptional light- 
ness. The carburetor operates on the 
constant vacuum _ principle. The 
vacuum within the carburetor is al- 
ways maintained at a pressure equal 
to the weight of the valve. It is said 
that whatever the speed of the motor 
the same mixture is assured without 
adjustment of any kind. 

The price of the Branford carbure- 
tor complete, ready to attach, is $10. 


Dixon’s “ Non-Leak ”’ 


Grease 


The Joseph Dixon Crucible Com- 
pany, Jersey City, N. J., is now mak- 
ing a special graphited lubricant for 
automobiles known as “Non-Leak” 
grease No. 680. It is designed espe- 
cially for use on brake bands. For 
the benefit of Ford car owners and 
others owning small automobiles No. 
680 is packed in 2'4-lb. tins. 


“Badger” Accessory 
Catalog 


The Auto Parts Mfg. Company, 
Milwaukee, Wis., has recently pub- 
lished its 1917 catalog of “Badger” 
automobile accessories. It is a well 
made-up catalog, printed on good 
paper. While special attention is 
given to the extensive line of bumpers 
manufactured by this concern, a com- 


prehensive line of other accessories, 
including pumps, oil cans, funnels, tire 
racks, locks, steering wheels, tire 
holders, etc., is also shown. A num- 
ber of new items have been added to 
the line and are shown for the first 
time in this catalog, which contains 
48 pages. 


Dixon Catalog 


The Joseph Dixon Crucible Com- 
pany, Jersey City, N. J., has recently 
issued a new catalog of Dixon’s 
graphite products. In this new cata- 
log are illustrated a wide variety of 
articles made from graphite, including 
crucibles, bowls, retorts, stove cement, 
lubricating graphite, rope dressing, 
automobile greases, belt dressing, pipe 
joint compounds, silica-graphite paint, 
electrical specialties, pencils, etc. 


Goodyear * Buckle-On ” 
Blow-Out Patch 


The Goodyear Tire & Rubber Com- 
pany, Akron, Ohio, has recently per- 
fected a new “Buckle-On” type of 
outside protection or blow-out patch 
for automobile tires. 

It is said to be made of exception- 
ally strong, tightly woven fabric and 
tough-tread rubber, which give great 
strength without unnecessary thick- 











The Goodyear “Buckle-On” blow-out 
patch 
ness. One of the features to which 


the company calls attention is that 
the patch cannot creep and expose the 
hole intended to be covered, as the 
buckle straps which fasten it are 
wrapped around the spokes of the 
wheel and hold the patch firmly. One 
patch will fit two sizes of tires. It 
is made in 3-314, 4-4%, and 5-5%4-in. 
sizes. 


Leaf Lubricator and Com- 
pression Signal Whistle 


The W. J. Bailey Company, 401 Mul- 
berry Street, Newark, N. J., has placed 
on the market a spring leaf lubricator 
that can be used on springs of any 
size up to 2 in. in thickness. 

On springs of the maximum thick- 
ness the lubricator is placed in an 
upright position, as shown in the ac- 
companying illustration. On springs 


less than 2 in. in thickness the lubri- 
cator is placed in an oblique position. 
In either case the bolts on both the 
under and upper sides come in contact 
with the spring and hold it in place. 
This spring leaf lubricator has a 
large oil reservoir. The pieces of felt 
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which transmit the oil to the leaves 
are concealed. The lubricator can be 
quickly attached about half way be- 
tween the center of the spring and the 
end. 

This company has also placed on 

















Above the Bailey comaroees® signal and 
below the Bailey spring leaf lubricator 


the market a compression signal 
whistle which, according to the manu- 
facturer, will operate at any engine 
speed. It can be attached to any 
spark plug having a priming cup. It 
can be operated instantly from a lever 
directly under the steering wheel. 

In installing this whistle the prim- 
ing cup is first removed from one 
cylinder, the whistle unscrewed from 
the poppet valve and a poppet valve 
screwed in the priming cup. opening. 
The whistle is then attached, the cable 
and control put in place and the prim- 
ing cup attached to the L on either 
side of the poppet valve desired. 

To prevent theft when the car is 
left with no one in it or near it, the 
ring on the poppet lever is slid up- 
ward. Then when the car is started a 
loud, constant alarm will be given. 
The price of this signal is $3.50. 


Seedtape Booklet 


The American Seedtape Company, 
71 West Twenty-third Street, New 
York City, has recently issued an at- 
tractive booklet printed in colors de- 
scribing “Pakro” seedtape. The book- 
let, which measures 8 x 11 in. and 
contains 12 pages, describes seedtape 
fully and explains its advantages. 
In addition are also shown advertise- 
ments for dealers and those which 
are appearing in well-known publica- 
tions. 


The McQuay-Norris Mrc. Com- 
PANY, St. Louis, Mo., has recently an- 
nounced that L. H. Dally has suc- 
ceeded H. G. Paro as Chicago man- 
ager. The Chicago office has been 
moved from the Michigan Boulevard 
Building down to Automobile Row, at 
1140 South Michigan Boulevard. Mr. 
Dally was chief of the McQuay-Norris 
field force of engineers before his 
transfer to the Chicago office. H. W. 
Sweeney has succeeded J. W. McKeen 
as manager of the Pittsburgh branch 
office, and R. W. Long has been trans 
ferred from the field force of engi 
neers to manager of the Denver 
branch office, succeeding Mr. Sweeney. 
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CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 


142 Duane Street, NEW YORK Converse Blidg., 618 Jackson Blvd., CHICAGO 


F. P. MAY HARDWARE Co. - - - - - WASHINGTON, D. C. 
STRATTON-WARREN HARDWARE CO. - - - MEMPHIS, TENN. 
WILLIAM STOCKHOFF, - 424-428 East Market Street, LOUISVILLE, KY. 
STAUFFER, ESHLEMAN & CO., Ltd., 511-517 Canal Street, NEW ORLEANS, LA. 
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NOTES OF THE RETAIL HARDWARE TRAD®: 





ALBERTA.—P. T. Goulter has succeeded 
In addition to a complete stock of automo- 
kitchen housefurnishings, shelf hardware. 

a stock of crockery, glassware and furniture 


BLACKIE, 
Hatcher & Bros. 
bile accessories, 
silverware, etc., 
will be carried. 


MIAMI, MANITOBA.—Campbell & Botting, who are suc- 
cessors to W, H. Campbell, request catalogs on the following: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys, games, wagons, buggies and washing machines, 


MOZART, SASKATCHEWAN.—WwW. C. Barker has disposed 
of his hardware business to T. N. S. Laxdal. Catalogs re- 
quested on furniture. 

BELLEVUE, IDAHO.—Jones & Sheehan have dissolved 
partnership. The business will be continued by Francis 
Jones, who will carry a complete line of sporting goods, belt- 
ing and packing, heavy hardware, wagons and buggies, etc. 





DIXON, ILL.—R. A. Gross is purchaser of the stock of 
H. A. Huffman. 

GILLESPIE, ILL. 
has been bought by E. M. Barrett. 

PAXTON, ILL.—The implement, wagon and automobile 


business of C. A. Nordgren has been incorporated under the 
name of the Paxton Auto and Implement Company. The 
capital stock is $10,000. G. W. Nordgren will be manager. 
C. A. Nordgren will continue to conduct his hardware, paint, 
stoves and harness business under his own name. 

TALLULA, ILL.—Bergen Bros., who some months ago 
bought a hardware store here, have sold it to George Hus- 
mann. 


COLUMBIA CITY, IND.—Briggs & Foust have opened an 


implement store, dealing in automobile accessories, buggy 
whips, cream separators, gasoline engines, harness, heavy 
farm implements, lubricating oils and wagons and buggies. 


ATLANTIC, IOWA.—McEvoy & Johnson, who conduct a 
store at Anita, have bought the W. J. Pellett stoc 


CLEARFIELD, IOWA.—The stock of the Clearfield Hard- 
ware Company, comprising bicycles, fishing tackle, builders’ 


hardware, cutlery, shelf hardware, washing machines, etc., 
has been sold to G. H. Martin. 
ROCK VALLEY, IOWA.—The implement store of G. Veld- 


boom has been sold to Verbrug & Brunsting. 


GLASCO, KAN.—R. W. Cramer has bought the stock of 
automobile accessories, builders’ hardware, mechanics’ tools, 
shelf hardware, washing machines, etc., of J. C. Hornback. 


GOFF, KAN.—R. C. Leeper has bought the stock of B. A. 
Johnstone, to which he has added a line of automobile acces- 
sories, baseball goods, bicycles, crockery and glassware, elec- 
trical household specialties, linoleum, fishing tackle, paints, 
oils, varnishes and glass, lubricating oils, sporting goods and 
furniture. The Leeper Cash Hardware will be the new name. 
Catalogs requested on a general line of hardware. 


HILLSBORO, KAN.—O. R. Guy & Son have sold their 
stock at Canton, Kan., to David Sell, who requests catalogs on 
automobile accessories, baseball goods, belting and packing, 
buggy whips, builders’ hardware, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, pumps, ranges and 
cook stoves, refrigerators. sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys, games, wagons, 
buggies and washing machines. 


ALEXANDRIA, LA.—S. W. Day has purchased the Rapi- 
des Hardware Company. A new company has been organized 
with the following officers: S. W. Day, president; J. A. R. 
Peart, vice-president, and J. G. Bond, secretary-treasurer. 
The Central Hardware Company, Inc., will be the new firm 
name. The business is both wholesale and retail. The stock 
will comprise the following, on which catalogs are requested : 
Automobile accessories, baseball goods, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, mechanics’ tools, poultry . plies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods fad wash- 
ing machines. 


BALTIMORE, MD.—The Seaboard Electric Supply Com- 
pany has bought the stock of automobile accessories and 
electrical supplies of the Southern Engineering Corporation, 
and will continue the business, which is wholesale and re- 
tail, at 223 West Saratoga Street. Catalogs requested. 


WORCESTER, MASS.—The Ross Brothers Company, of 
30-32 Front Street, has increased its capital stock from 
$75,000 to $100,000. 


BATTLE CREEK, MICH.—The Brownell Hardware Com- 
pany, a branch store conducted by the Bock-Walker Com- 
pany, has been discontinued, and the stock has been moved 


to the company’s quarters at 18 West Main Street, where a 
wholesale and retail business is carried. 


FAIRGROVE, MICH.—L. H. and E. H. Richardson and 
Charles Kirby have bought the Kirk hardware stock. The 
new firm will be known as the Richardson-Kirby Hardware 
Company, and will deal in the following, on which catalogs 


are requested: Baseball goods, buggy whips, builders’ hard#» 


ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dynamite, fishing 
tackle, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy hardware, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps. 
— and cook stoves, shelf hardware, silverware, sporting 
s and washing machines. 


PEWAMO, MICH.—Charles B. Brunn, owner of the Pe- 
wamo Hardware Company, has sold his stock to James Long. 


BOWLING GREEN, MO.—The hardware and implement 
store of J. W. Rankin, recently purchased by O. E. alkup, 
has been sold to W. E. Flowrree. 


CLARKSDALE, MO.—Thornton & Son request catalogs on 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dog collars, dyna- 
mite, electrical hdusehold specialties, —s tackle, furni- 
ture department, galvanized and tin sheets, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen housetur- 
nishings, lime and cement, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games, wagons, buggies and washing 
machines. 


FULTON, MO.—The Berghauser Hardware Company has 
enlarged its store at 409-411 Court Street. 


LEWISTON, MONT.—The Montana Hardware Company of 
Lewiston is erecting a six-story concrete and brick building, 
which will be ready for occupancy about March, 1917. The 
firm’s business is both wholesale and retail, and catalogs are 
requested on automboile accessories, baseball goods, bath- 
room fixtures, belting and packing, bicycles, bugsy whips 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, electrical household Ph sens fishing 
tackle, furnaces, furniture department, anized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, poages and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware sporting goods, tin shop, 
toys, games, wagons, buggies and washing machines. 


ARGYLE, N. Y.—Edward D. Burch and Leland S. Kilmer 
have purchased the Argyle hardware store from E. H. Win- 
gi and will continue business under the name of Burch 

mer. 


Rag mvc N. Y.—The Booth Cycle & Automobile Sup- 

, Company, which does a wholesale and retail business at 

BOO 606 St. Paul Street, requests catalogs on automobile ac- 

cessories, baseball goods, bicycles, children’s vehicles, fishing 

tackle, lubricating oils, electrical household specialties and 
sporting goods. 


FORBES, N. D.—The Forbes Hardware Company, succes- 
sor to Hellekson, Schulstad & Co., has been incorporated with 
a capital stock of $25,000. The incorporators are John 
Erickson, O. H. Hellekson and S. O, Henderson. 


TOLEDO, OHIO.—The Swan Creek Lumber & Supply ar 
pany will open a hardware store here about Jan. Cc. 
Arrick has been made manager of the builders’ hardware de- 
partment and requests catalogs. 


ENID, OKLA.—The Daugherty Hardware Company has 
been incorporated with a capital of $15,000 to es in base- 
ball goods, bicycles, buggy whips, builders’ hardware, churns, 
cutlery, dairy supplies, dog collars, fishing tackle, hammocks 
and tents, heating stoves, heavy hardware, home barbers’ 
supplies, kitchen housefurnishings, ponereatines oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, 
ranges and cook stoves, refrigerators, shelf rdware, silver- 
ware, sporting goods, toys, games and washing machines. 
The incorporators are L. A., A. L. and M. A. Daugherty. 


STROUD, OKLA.—R. J. Miller has bought the stock of 
J. A. Garriott. 

WOODWARD, OKLA.—The stock of cutlery, bicycl 
cream separators, builders’ hardware, etc., of Paulline 
Brothers has been sold to J. A. Knotts & Co. 

MEMPHIS, TENN.—Orgill Brothers & Co., which recently 
celebrated its sixty-ninth anniversary, has completed plans 
for the erection of a four-story brick structure, to be used as 
a warehouse and office building. It is expected to be com- 
pleted by May, 1917. 

PROVO, UTAH.—The Provo Electric & Hardware Com- 
pany has purchased the Provo hardware store. A new store 
front, show cases, etc., have been installed. The company’s 
business is both wholesale and retail. 


BARBOURSVILLE, VA.—O. H. bet has purchased 
the interest of M. H. Williams in M. Williams & Co., and 
the firm’s name has been changed to Willlame & Co. 


GALESVILLE, WIS.—Oscar Anderson has sold _ his. in- 
terest in the Hunter Hardware Company. to Thomas Hunter. 
The firm requests catalogs on a general line of hardware. 


STEVENS POINT, WIS.—The Guarantee Hardware & Fur- 
niture Company will open a store at 117-121 North Second 
Street about Jan. 2, where a complete stock of hardware. 
furniture, automobile accessories, furnaces, stoves, etc., wil! 
be handled. Catalogs requested. 























